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Many men who are particular about the paper 
that represents their business turn to the new 
Hammermill Cockletone Bond today. They 
find in this handsome paper the quality, 
“heavier feel” and crackle to add an extra im- 
pressiveness to their business messages. 


SEND FOR THIS FREE SAMPLE BOOK... 


Contains samples of Cockletone 
Bond in all weights for letter- 
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It is the paper that says, wherever it is re- 
ceived, “This is a message of importance.” 
Examine this new accomplishment of modern 
papermaking...and consider appointing it your 
business representative. (Its moderate cost 
may surprise you.) Just send for a sample book. 


NLL! 


Hammermill Paper Company, 








head use. Also matching envel- wammenmitt 


opes. Please write on your 
business letterhead. 


jgond 


1503 East Lake Road, Erie, Pennsylvania 
Please send me — F REE—a sample book 


showing the new Hammermill Cockletone 
Bond. 
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Anti-Inflation 


Sirs: The National Bank of Commerce, 
in Norfolk, Virgina is doing some fine 
work in the fight against t inflation, and we 
believe that its er a to promote regu- 
lar saving will be of interest to your 
readers. 





Let’s face the facts about 


INFLATION 


Today inflation is as much o threat to our economic 
safety os Germony and Jopon were to our physical 
security three years ago. The situation has become so 
serious that the Federal Deposit insurance Corporation 
ond other Government agencies have termed it “'a boom 
cf dangerous proportions.“ 


Inflation occurs whenever demand exceeds supply fora 
prolonged period. Today people have more money than 
every before, but the purchasing power of the dollar has 
been considerably reduced. Furthermore, our supplies of 
many commodities ore woefully short and will remain so 
for some time. Under such circumstcnces there are 
only two ways to control prices: (!) either ‘seduce 

demond by voluntary attion, or (2) again submit to Fed- Es 
eral rotioning, price controls and credit regulations 


Let’s fight inflation the sound way and the democratic 
way—by voluntarily reducing demand for scarce goods 
Individuals can help by spending cautiously and wisely 
and by saving os much as possible. Banks can help by 
encouraging thrift and by making loans only for con- 
structive or emergency purposes or for the production 
of more goods 


Let's face the facts realistically and fight inflation 


in earnest by spending and investing wisely 
budgeting carefully and saying all we possible con 


NATIONAL BANK OF COMMERCE - 


NORFOLK, VIRGINIA 


Main and Aciant: 
Suburban Park on Granby 


Suburban 
U.S. Naval Station 
Virginia Beach, Virginia 
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“The Peoples Bank’ — Still the 





people's bank 





Urging public participation 


In its advertising, which is under the 
direction of Vice-president O. T. Jamerson. 
the bank is urging individuals to take an 
active part in reducing inflationary pres- 
sure. It is cautioning them to spend care- 
fully, to invest in production of more goods 
and to put all the money they possibly can 
into savings accounts and savings bonds. 

Other advertisements in the series, be- 
sides the one shown, are captioned “‘There’s 
Dynamite in those Dollars,” “Turn Down 
the Gas,”’ and ““How would you like to pay 
50¢ for a loaf of bread?” 

HARMON TUPPER, 

The Merrill Anderson Company, 
New York 16, New York 


Banking in South Georgia 


SIRS: Our story,““Broader Bank Serv- 
ice,” in your February issue has created a 
lot of interest and we are receiving letters 
daily from bankers all over the United 
States congratularhag us and asking -for 
forms and additio information about 
our farm departm 

GeEorGE M. Bazenione, 

Executive Vice- resident, 
st ' First National Bank in Waycross, 

i Waycross, Georgia 


e ¢ ¢ 


ah 
ae 
4s" 


dk rh 


4 


i Gift Checks samemeree ea 


Sirs: We’ have begun Pid iis 

i » quiries from the item on otr’gift checks in 
» your February issue. -Wortder though if 
# you could run a correction aie our address, 

printed as 7121. 
Harvey Hanson, 
1721 Brush Street, 
Oaklatid, California 


% 


© © © $i 


x 


¢ 


Cover to Cover e 


Sirs: We greatly appreciate: Burroughs 
Clearing House and read it from cover to~ . 
cover every month. 

H. L. Gray, Cashier, 

The Farmers State Bank, 


Spring Green, Wisconsin. 
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By Correspondent Deposits 


Strs: You list the year-end deposits of 
the largest banks, so it occurred to us that 
your readers might also be interested in a 
list of the thirty largest banks from the 
standpoint of correspondent bank deposits. 
I am beg | such a list compiled from 
the January 30, 1948, issue of Finance. 

We, of course, are very proud of the fact 
that our bank is No. 21 on the list and that 
our correspondent bank deposits are ex- 
ceeded by those of only twenty banks in 
the United States. 

M. O. GRANGAARD, Vpegrnent. 

First National Bank of Minneapolis, 
Minneapolis 2, Minnesota 
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The 30 banks having the largest correspondent bank deposits on December 31, 1947 


Position Name Deposits 12-31-47 Position Name 
1 Chase National Bank................... New York City. .$1,032,180,130 16 First National Bank.................... New York City.. 
2 Weenies Clty BOM... 2. een ee New York City 708,017,229 17 Poet NaGOOh AME, 0... oo. os ce ts WUE bcs 
3 Continental Illinois N. B. & T. Co........ CHAGRIN © co.cc 562,134,699 18 Bank of America N. T. & S. A........... San Francisco. . . 
4 Guaranty Trust Company.............. New York City 502,958,464 19 New York Trust Company.............. New York City.. 
> Pimk Weta eee... Cie) s.3.. 361,946,199 20 National Bank of Detroit............... Datrett es... 
6 Central Hanover B. & T. Co............. New York City 339,944,907 21 First National Bank.................... Minneapolis 
7 Manufacturers Trust Co.................New York City.. 322,201,473 22 First National Bank.................... i See 
8 Chemical Bank & Trust Co.............. New York City.. 295,931,358 23 Republic National Bank................ Dati 4a 38s 
9 Bankers Trust Company................ New York City.. 289,833,010 24 Mercantile-Commerce B. & T. Co........ ae 
10 Irving Trust Company.................. New York City.. 233,516,969 25 Northwestern National Bank............ Minneapolis... . 
11 Philadelphia National Bank............. Philadelphia. . ... 222,397,246 26 First Wisconsin National Bank.......... Milwaukee... .. 
12 Commerce Trust Company.............. Kansas City..... 169,542,256 27. Northern Trust Company............... Oe ee 
13 Bank of the Manhattan Co.............. New York City.. 150,491,406 28 First National Bank..:................. Kansas. City.... 
14. First National Bank.................... Boston......... 144,983,461 29 J. P. Morgan & Company............... New York City.. 
15 Mellon Nat’l Bk. & Tr. Co... ........... Pittsburgh. ..... 140,401,080 30 Citizens Fidelity B. & T. Co............. Louisville. ..... 
April, 1948 


Deposits 12-31-47 
$126,257,637 
. 113,933,834 
109,878,029 
104,855,824 
. 103,844,000 
. 103,708,714 
. 102,764,175 
. 95,719,646 
91,161,127 
. O1,193,312 
. 89,446,759 
89,327,727 
. 88,226,210 
86,438,167 
. Crane 
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Craditionally 
A Bankers’ Rank 


The Chase National Bank is tradition- 
ally a bankers’ bank. The development 
of correspondent banking relations 
has always been one of its guiding 
policies and for many years it has 
served thousands of the country’s lead- 
ing banks. 

Officers of the Chase will be pleased 
to answer any inquiries relative to 
services available to its correspondent 
banks and will welcome opportunities 
to exchange information and opinions 
on matters of interest to bankers. 


* 


THE CHASE 


NATIONAL BANK 
OF THE CITY OF NEW YORK 


Member Federal! Deposit Insurance Corporation 


























Burroughs Clearing House 

















IN THE TREND OF BANKING 








The Soft Brake 


In view of the rapid progress being made 
in carrying the A. B. A. anti-inflation pro- 
gram down to the grass roots level, and 
also because of the economic outlook itself, 
the likelihood is that business will find bank 
loans—especially those with any specu- 
lative tinge—somewhat more difficult to 
obtain. Moreover, even where credits are 
available, they may not be in the amounts 
or for the terms requested. 

The fact is that no one or two reasons 
can be assigned for the increased caution. 
In addition to the A. B. A. program and 
the blurred economic picture, there’s the 
mildly restrictive measures of the Federal 
Reserve Board, the attitude of the super- 
visory agencies in general, the squeeze on 
reserves and loaned-up positions in some 
cases, the hope that rates may stiffen 
further, etc. 

National trend. The tendency to put 
a soft brake on credit appears to be coun- 
trywide. It is seen in New York City, 
where banks which formerly vied with each 
other for term loans at extremely low rates 
are increasingly content to leave such busi- 
ness to the insurance companies. Southern 
banks are said to be looking more warily 
at the textile industry, while in the West 
and elsewhere the downturn in commodity 
prices has made bankers more conservative 
over loans based on inventories of raw 
materials. 

In general, too, banks are simply uneasy 
over the rapid increase in loans to business 
and agriculture in the past couple of years. 
The accompanying chart, taken from the 
Security and Industry Review of Merrill 
Lynch, Pierce, Fenner & Beane, shows the 
expansion for banks in 101 major cities. 
For all insured commercial banks, business 
and farm loans expanded $4} billion to 
set a year-end total of $20 billion. Real 
estate and consumer loans likewise had a 
— rise. 

he chart also reveals the extent to 
which business needs for additional funds 
were met through sales of new securities, 
with the flattened trend line for 1947 indi- 
— the difficulties attending the market- 
ing of new capital issues. 

Local meetings. Meanwhile, the A. 
B. A. anti-inflation program has attracted 
nationwide attention, much favorable edi- 
torial comment, and more publicity than 
anything the Association has done in years. 
The 13 pilot conferences were attended by 
more than 2,000 banking leaders. Now the 
peers is being carried to the local level, 
with more than 300 meetings being held 
under the auspices of state bankers associ- 
ations, state savings bank associations, 
clearing houses, and regional banking 
one Also, a large number of city 

anks are conducting anti-inflation con- 
ferences with their correspondents. And, 
thousands of individual banks are advanc- 
~_ the program through advertising and 
publicity, with the assistance of 18,000 


promotional kits and 16,000 pieces of - 


speech material distributed by the A. B. A. 

Some economists are said to feel that 
the A. B. A. program does not go far 
enough, in merely calling for restriction of 
speculative credits. They contend that 
a increase in bank loans, productive as 
well as speculative, adds to inflation be- 
cause it boosts the money supply. 

An A. B. A. survey has indicated that 
bank officers expect that further expansion 
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INVENTORIES, LOANS, CAPITAL EXPENDITURES 
AND 
NEW CAPITAL ISSUES 
| Billion Reed 
—_ Bf 
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How business financed the boom 


in private borrowings will take place in 
the first half of 1948. In the first two 
months of 1948 there has been little change 
in the total, but this is not conclusive since 
business loans usually decline slightly at 
the start of the year. 

Barometer. It has been suggested that 
from here on commercial loan totals will 
bear watching as a tip-off on which way 
business is headed. 

Thus if there is a sharp upward rise it 
will mean that inflationary drives are still 
powerful, even with the banks pursuing a 
more cautious policy. 

On the contrary, if commercial loans 
start to shrink, the thought is advanced 
that it will signify trouble brewing in the 


economy. It is explained that the cautious. 


policy of the banks is not designed to re- 
duce the volume of business loans, merely 
to slow down the expansion. Hence, a 
drop in the total could well mean that the 
business situation was taking a bad turn. 
Moreover, the loan drop, by reducing the 
money supply, would in itself add impetus 
to any deflationary forces at work. 


Sd] « ° 


The Crosseurrents in 
Home Finance 


To announce that there is a confused 
situation in the real estate financing arena is 
putting the case mildly. Lenders, builders 
and government officials are in disagree- 
ment on how to solve the problem of the 
tightening ——- market which has been 
> ae reverberations in the housing 
ield. 


Mortgage lenders deny that there is any 
real shortage of funds, contending that the 
general stiffening of rates for other types of 
investments make them more attractive 
when liquidity is considered, and that it is 
a case of increased competition. Thus, it 
is argued, the solution lies in higher interest 
rates on.mortgage loans. 

Home builders balk at this, however. 
They fear that higher interest costs, coupled 


with the growing trend toward stricter 


appraisals, will discourage prospective 
buyers. The builders maintain that the 
situation is serious; many report that the 
banks aren’t making Title 6 and VA loans, 
and that construction loans are difficult 
to obtain. 

As a solution, the National Association 
of Home Builders recently ag osed: 
1. Extension of Title 6 beyond the March 
31 expiration date. 2. Government estab- 
lishment of a secondary market for FHA 
and VA loans. 3. More liberal mortgage 
insurance under Title 2, now limited to 
90 per cent on the first $6,000 and 80 per 
cent on the next $4,000. Builders would 
like to see this raised to 90 per cent on the 
first $10,000 and 80 per cent on the next 
$10,000. 

Government compromise. The gov- 
ernment, meanwhile, is caught between 
the crosscurrents of wanting to dampen 
inflationary pressures and yet desiring to 

romote housing production, particularly 
or veterans. Its official stand now seems, 
therefore, to be a compromise middle 

ound somewhere between the mortgage 
enders and the builders. 

The Administration now appears to 
favor liberal financing of: home construc- 
tion, but more “prudence” in the selection 
of mortgage risks. 

This is gleaned from recent remarks by 
Raymond M. Foley, administrator of the 
Housing and Home Finance Agency. He 
reviewed how wartime emergency housing 
measures had set up Title 6 as a produc- 
tion-financing device, substituted the “‘cur- 
rent cost concept” for traditional valu- 
ations, and in the G. I. Bill abandoned the 
idea that in consumer finance an equity 
down payment should be required. 

Now, Mr. Foley believes that home 
financing is in a transition period between 
wartime emergency and normal peacetime 
conditions. He asserts that in this interval 
it is essential to “maintain a mortgage 
credit situation in which production finance 
will permit the fullest efficient use of mate- 
rials and labor, and consumer finance will 
permit ready marketing of full production 
to prudent buyers and prudent borrowers 
from prudent lenders.” 

In other words, “prudence” has again 
entered the picture, with an official blessing. 
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Tightened Requirements 
on Interim Financing 


Present commercial bank requirements 
on construction loans were discussed at a 
recent clinic of the eo Bankers 
Association by George H. Dovenmuehle, 
vice-president, Dovenmuehle, Inc. They 
are cited here, in the thought that indi- 
vidual banks may want to compare them 
with their own practices. Mr. Doven- 
muehle reports as follows concerning bank 
requirements today : 

“1. All loans must be under commit- 
ment for sale to a responsible buyer. This 
requirement applies to FHA loans as well 
as to conventional mortgages. , 

“2. The mortgage banker seeking credit 
must maintain a margin of at least 10 per 
cent. Some banks have recently increased 
this margin to 20 oe cent. Obviously such 
an increase would cut our possible maxi- 
mum volume of business in half. ; 

“3. The mortgage banker must main- 
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TRENDS OF 


‘ Teral 
CONSUMER CREDIT 


OUTSTAMEIAGS 
ie Briciees 


t 


a 


im | | ae) we | oe) ee | se | me) os | fe ‘ 


cus ¥ 


BREAKDOWN 
© WWSTALUMENE LOANS 


GUTSTANDINGS 1H MILLIONS 


ce KEEP 


SOURCE OF DATA— FEDERAL RESERVE BOAR 


Le A ee 





Banks have led all other lenders in the sharp expansion of consumer credit 


tain a separate construction account. This 
makes it easier for us to prepare proper 
reports and for the bank to check them. 

“4. We must make a complete: certified 
report of all disbursements ‘on each indi- 
vidual loan at the beginning of each month. 
If we borrow during the month; we certify 
the additional disbursements in the aggre- 
gate so that at no time we borrow more 
than 90 per cent of actual disbursements. 

“5. We must’ pay the banks a satisfac- 
tory rate. The rate we paid in the past 
was always too high considering the secu- 
rity we offer so that now when rates in 
general have advanced, the rate to mort- 
gage bankers has changed proportionately 


less than the average. Some banks have 
attempted to raise the rate one-half of 
1 per cent. 

“6. The banks generally prefer that our 
credit be limited to 5 times our total work- 
ing capital. Some of them want to cut 
this to 4 times our working capital. 

“7, Frequently, the bank inspects a new 
subdivision to determine for itself whether 
the venture is sound and the housing is 
really needed in that community. This is 
done even: though an insurance "company 
has already issued a commitment ‘to buy 
the loans. 

“8. Auditors for the bank occasionally 
check our books to determine whether our 
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In our company we follow :'the 
practice of paying the service 
charge for employees who. want 
to open checking accounts’ and 
have us deposit their salary checks. 
It doesn’t cost much afrd!'since it 
has so many mutual advantages, 
we consider it a good investment. 


Of course we are close to banks 
and to the checking system, so it 
didn’t take much selling to con- 
vince ourselves of the merit in 
such an arrangement. Generally 
speaking, business concerns aren’t 
ready as yet to accept the idea 
but we predict that some day it 
will be common practice. 


WE PAY THE SERVICE CHARGE 



















Livy et 
For banks this presents'somé food 
for thought because, like group 
insurance, it permits a “wholesale 
approach to.a retail market’ and 
makes possible.the sale of a small 
item at a reasonable sales cost. 
Have your salesmen try it out ona 
few small, friendly industrial firms. 
It probably won't result in any sales 
right now but it should provide 
meat for some interesting visits. 


We have a printed folder on this 
subject which we will be pleased 
to send to any banker who wants 
to look it over. It may ‘have a 
thought or two that will help you 
reach the mass market. 











Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 







everal major components. 





certification to them is correct and whether 
we have sufficient credit remaining in each 
loan to complete the building. 

“9. The commitment of sale to the ulti- 
mate purchaser must contain no time limit 
ior at least one that permits adequate time 
to finish the building and deliver the loan.” 
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Consumer Credit Trends 


* With the graph line of consumer credit 
increase approaching the” vertical, the 
‘watchword for coming months, according 
‘to the Credit Life Insurance Company’s 
Quarterly Review of Consumer Credit, is 
“caution.” en 2 

“The charts above tell much' of the story 
of the credit trend. The first shows the 
tdtal.of consumer credit broken down by 
The sum of 

e ‘two curves—Installment Loans and 

Installment Sales Credit—is represented 
by the curve Total Installment Credit. 
.The gap between the curve Total Install- 
ment redit and Total Consumer Credit 
represents the outstandings in Charge 
Accounts and Single-Payment Loans. 

The second chart shows a breakdown of 
the’ ‘Ihstallment Loans curve by types of 
lending institutions. Banks lead all other 
leaders. In arriving at the curve showing 
thé'total of Installment Loans in Chart 1, 
FHA Repair and Modernization Loans are 
included, although not: shown as a separate 
classification on: Chart 2.': Industrial Loan 
Companies are included in the curve 
marked Industrial Banks. ' 
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Bank Women’s Convention 


The national convention: of the Associ- 
ation of Bank Women will be held at the 
Hotel Fort Shelby, Detroit, from Septem- 
ber 24 to 26, it is announced by Miss Willa 
A. Riley, president of ‘the association and 
assistant vice-president, Florida National 
Bank, Jacksonville. As usual, the group’s 
meeting immediately precedes the A. B. A. 
convention, which is also being held in 
Detroit this fall. 


* ° ° 


Revising Service Charges 


Progress in the adoption of a simple yet 
equitable formula for service charges in 
New York State is seen in the report that 
170 of the commercial banks there have 
installed either the plan recommended by 


Burroughs Clearing House 
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When you buy Governments from Bankers Trust~you deal direct 


“a. timary dealer in U. S. Govern- 
ment bonds, notes, certificates, and 
discount bills, we maintain am in- 
ventory of these securities in our 
Trading Department. 

This means that your orders 
placed with us are executed without 
delay—no red tape or outside tele- 
phone calls. Immediate confirmation 
of orders can mean an important 
saving for your bank. 

Moreover, this service is rendered 
to our customers at the lowest pos- 
sible cost—no secondary commissions 


are paid—all prices are net. 


Pjhed 1 


a he > 

We are glad to work with you on 
your bond account, advise you on the 
arrangement of maturities, and sug- 
gest switches from. one issue to an- 
other as market movements provide 
favorable opportunities. 

In addition, our Bond Department 
is a leading dealer in State and Mu- 
nicipal issues. We are prepared to 


answer your questions regarding this 


BANKERS TRUST COMPANY 


NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


segment of your portfolio, 

For full information on how this 
service can benefit your bank, write 
Bond Department, Bankers Trust 
Company, 16 Wall Street, New York 
15, N. Y. Telephone REctor 2-8900 
when we can be of assistance. Our 
teletype numbers are NY 1-654 for 
Governments and NY 1-850 for State 


and Municipals. 
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Manager B. A. ESTRIDGE and President I. W. STEWART inspect drive-in, Commercial National Bank’s new branch, Charlotte, N. C. 


Possibility: Will the bank without 
special facilities for motorists 
some day be the exception? 


the state association’s Committee on Bank 
Management and Research, or the one 
advised by the A. B. A. Country Bank 
Operations Commission. 

Of the 170 banks, 96 are said to have 
adopted the state association’s formula, 
and 74 are using the A.B.A.’s. Both in- 
volve @ maintenance charge, an average 
item rate, and an earnings credit based on 
minimum balance. 

Banks which have thus revised their 
service fees ee that the change has been 
well received by customers. __ 

Copies of the brochure outlining the New 
York plan are available at the state 
association’s office, 33 Liberty Street, 
New York City. 


* * Sf 


New Television 


The Western Savings Fund Society in 
Philadelphia has adopted a new advertis- 
ing medium—television. The Society has 
contracted for 26 weekly television an- 
nouncements on station WPTZ, to be 
broadcast each Tuesday evening at 8:45. 
Two different television announcements 
will be used alternately throughout the 
26 weeks. One features the banking-by- 
mail service and the other points out the 
value of planned saving. For five years 
Western Savings, which has seven offices 
in Philadelphia, has been doing an exten- 
sive job in radio, newspaper and transporta- 
tion car card advertising. 


* o * 


Lest and Found 


The Fulton Savings Bank of Brooklyn, 
New York, is now using the ledge near 
each teller’s window as a sort of bulletin 
board for advertising lost and found 
articles. 

A small paper with a typewritten list of 
items is fastened down with scotch tape to 
the left of each teller’s cage. If a person 

uts in a claim, he must first describe the 
item sufficiently before it is relinquished to 
him. 

* © » 


Drive-In Service 


Stressing the fact of poring space 
scarcity in urban areas, banks continue to 
install drive-in service facilities. 
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Attractive Boise branch, First Security Bank of Idaho, N. A. 


The Commercial National Bank in 
Charlotte, North Carolina, has opened a 
drive-in ‘“‘annex,” situated a few blocks 
away from its main office and on the fringe 
of Charlotte’s business district. Formally 
named the “Drive-In-Branch,” the office 
can be p  empey by auto from three 
streets. icers at Commercial National’s 
main office say that peak-hour congestion 
in their lobby has been noticeably relieved 
by the new service. The branch has the 
added convenience of a 40-car parking lot 
for customers who want to use writin 
desks or discuss their transactions wit 
members of the bank staff. 


* 


The new Boise, Idaho, branch of the 
First Security Bank of Idaho, N. A., pic- 
tured above, reports 30 per cent of its 
business bein one at the two drive-in 
windows. The branch, situated in the 
business section of Boise is one of the first 
of its type in the Intermountain Area. 
Parking space for customers is also pro- 
vided at the rear of the building. 


o 


A tellers’-eye view of drive-in banking is 
shown in the accompanying photo from the 
Monroe-Central Branch of the State Bank 
of Toledo, Ohio. This window is the first 
such installation in the city of Toledo. 


+ + + 


Merchandising With Music 


Knowing how many times a day the 
average person asks “What time is it?” 





Monroe-Central branch, State Bank of Toledo 


The City Bank and Trust Company in 
Milwaukee has found a way to answer the 
question melodiously in a manner that 
provides a tie-in with the bank. 

One day recently the people in down- 
town Milwaukee were pleasantly surprised 
to hear for the first time harmonious chimes 
ringing out the hours and half hours. 
When the bank’s installation is = 
the quarter hours will also be sounded. 

Many people have expressed to the bank 
their appreciation for this service. This 
is especially pleasing to William B. Frank, 
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Because we 
photograph 
checks... 


We can supply a complete description of any check 
payable outside Chicago that has been deposited 


with us. 


Also, if any such check is lost, a facsimile made 
from our film is forwarded for payment. Usually, 
this saves the time and trouble of getting a 


duplicate check. 


We invite you to deposit your checks with us. 


CONTINENTAL ILLINOIS 


National Bank and Trust Company 
_ of Chicago 


Member Federal Deposit Insurance Corporation 
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MERCHANTS and manufac- 
turers interested in importing 
from Australia may order a 
free copy of this informative 
booklet from their bankers or 







direct from :— 







BANK OF 
NEW SOUTH WALES 


British & Foreign Department 
Sydney, Australia 




























President W. B. Frank scans 
Milwaukee bank’s electronic 
‘chimes mechanism 


president of City Bank, who originally 
suggested the establishment of some kind 
of time information as an advertising me- 
dium. “If people mention our bank in 
connection with these chimes, then we’ve 
achieved our purpose,” he observed. 











your customers timely 


communities. 
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FRONT ROW 


We're in a front row position to give you and 
York State business. Through our affiliation with 


other Marine Midland banks we are in daily con- 


tact with local conditions in 47 New York State 


Member of Federal Deposit Insurance 


information about New 





MARINE TRUST COMPANY 


Buffalo’s Oldest and Largest Commercial Bank 
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An Hourly Reminder That 
It's Always a Good Time to 
Visit the City Bank 


CHIME-TIME comes to you from a 
business heart in the heart of business 
—The City Bank and Trust Com- 
pany on Second Street between Wis- 
consin and Wells. Those melodious 
carillons are a distinctive, new public 
service which reminds you when you 
are within hearing distance it's con- 
venient to do your banking at The 
City Bank and Trust Company. 


THE City BANK. 
TRUST COMPANY 


SECOND STREET between WISCONSIN and WELLS 
Member Federal Deposit Insurance Corporation 



































In addition to word-of-mouth publicity 
newspapers have had feature stories about 
the chimes and what they call “chime 
time.”” Advertising has also helped to fix 
the name of the bank in the minds ol 
readers, in conjunction with the time 
service. 

Although these replicas of the famed 
Westminster chimes swell out like the 
original, this is done by amplifying the 
notes produced by a small metal hammer 
the size of an ordinary pencil striking some 
specially compounded metal. These notes 
are siahed up by electronics, swelled, in 
volume by high-powered vacuum tubes and 
poured out from radial roof speakers atop 
the bank. 

An accompanying picture shows a part 
of the installation. According to Mr. 
Frank the chimes alone cost $2,100 and the 
clock to which the carillons are attached 
cost $600. The equipment is said to be 
obtainable through any major music store. 
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Security Assurance 


Designed to encourage systematic sav- 
ings of definite amounts and planning for 
the future through a continuously-increas- 
ing savings-life insurance program, a plan 
called the Security Assurance Plan is being 
tested now in two Long Island, New York, 
national banks. Originated by the Hemp- 
stead, New York, underwriting firm of 
Craig & Herren, the plan is being promoted 
by the Franklin Square National Bank and 
the First National Bank of Merrick, and 
by several savings and loan associations 
in the area. 

The plan provides for regular monthly 
deposits, ranging from $10 upward, part of 
which are retained as savings and part as 
payments on life insurance premiums. 
The participant in the plan agrees to 
make these payments and, at the same 
time, authorizes the bank to make with- 
drawals to pay the insurance premiums 
as they come due. The bank, in actuality 
acting only as the depositor’s agent in the 
matter, has the benefit of regular and 
mounting savings with only negligible in- 
crease in cost through the additional work 


Burroughs Clearing House 











A Bank Is Known... 


... by the correspondents it keeps: Over: »- 
371 banks in all sections of this country 
have been Central Hanover correspondents 


for more than half a century. 





CENTRAL HANOVER ~ . 


BANK AND TRUST COMPANY 


NEW YORK 


Member Federal Deposit Insurance Corporation 
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involved by withdrawal entries for premium 

yments which have to be made on its 
Cocke and the passbooks of the depositors. 
Public relations-wise the bank gains the 
further confidence of depositors by a free 
advisory service in connection with the plan 
which tailors the savings-insurance program 
to fit the circumstances and needs of the 
individuals. 


Interest payment. The bank pays 





as one independent bank 


to another 





Tuts Los Angeles unit bank, with over 
$145,000,000 in resources, would like 
to handle your cash and collection items 
for you...would welcome an account 
from your bank...would appreciate the 
opportunity of serving your customers 


when they come to Southern California 
Union Bank P Co 


THE BANK OF PERSONAL SERVICE 
MEMBER FEDERAL RESERVE SYSTEM & 
FEDERAL DEPOSIT INSURANCE CORP 














_ “SECURITY ASSUR- 
ANCE PLANS.” 


Put the plan into operation 
by making the firs payment. 


THE FRANKLIN SQUARE 
NATIONAL BANK 
“Lang labend’s Leading Lean snd Mortgage bnsuivation” 
FRANKLIN SQUARE, NEW YORK 
Mamher Federal Depeot Inamrance Corporation 
TRLEPRONE: HEMPSTEAD 3300 


COPYRIGHT 1947 
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wo ; YOUR FUTURE : 

Select the plan that best through a t ° ” 

2m oie aes “Mortgage Liquidation 
gerae ey INSURANCE 





William €. Herren 


“The Latest Development 
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Two plans linking insurance protection with banking 


interest only on that portion of the deposits 
to be retained as savings. It receives at 
appropriate times from the underwriters 
notification of amounts to be paid in 
premiums, for what accounts and to what 
insurance companies. 

The Security Assurance Plan differs from 
the packaged savings-insurance offered by 
savings bank in that insurance may be 
written in a number of different companies 
and in broader coverage forms. There is 
also no limitation to the amount of insur- 
ance written under an individual plan by 
law, the limiting factor being the financial 
circumstances of the individual himself. 

The plan requires no additional expendi- 
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Banks throughout the 


Good Neighbor 





cou ntry 





have found this Indian the sym- 
bol for a “good neighbor” upon 
whom they can rely for effective 
results in New England. 


«Outstanding Strength” for 112 Years 


SVVISISSSSSSOSSSOS 





Member Federal Deposit Insurance Corporation 
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ture on the part of the bank and, at the 
resent time, these accounts are bein 
andled in the regular manner. An officia 
of the Franklin Square National said that 
eventually, as the number of such accounts 
grew, it might be necessary to segregate 
them, but no such plan was being used now. 

Direct mail advertising folders, detailing 
the mechanics and advantages of the 
Security Assurance Plan, are being pro- 
vided by a & Herren to the banks and 
newspaper advertising is being used to 
ig the program to the public. Frank- 
in Square National is pointing part of its 
campaign at checking account customers. 

The amount retained as savings will 
vary, depending on the amount and type 
of insurance written, but, according to 
Arthur L. Craig, one of the originators, 
savings portions now average about 50 per 
cent of the monthly payment. There are 
no fees or charges under the plan any- 
where along the line from underwriter to 
bank to depositor. 

Other insurance. Another plan being 
pushed also by these institutions is one 
called a Mortgage Liquidation Insurance 
Plan, also drawn up by Craig & Herren, 
which offers a home owner with a mortgage 
protection against loss of his home through 
premature death. It is believed that this 
group insurance plan, while not a new 
idea, is the only one of its kind now in New 
York State. The insurance company in 
the picture is the State Mutual Life Assur- 
ance Company of Worcester, Massachu- 
setts. The plan needs an average of 100 
cases per year to be operative and is 
limited to coverage of 20-year or shorter- 
term mortgages, a limitation put on by 
New York State law. 
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Bank Converted Into 
Freedom Train 

Without straying far from the strict 
veracity for which the Father of our Coun- 


try was famed, it could be said that the 
““perfect”’ patriotic exhibit was staged on 
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in Chicago 


AS YOUR BANK 


You are cordially invited to use The First National 
Bank of Chicago as your correspondent. To serve you, 
and to insure prompt attention in all correspondent 
bank relationships, there is an experienced group of 
officers which devotes its entire time to this work. 


Epwarp E. Brown, Chairman 
James B. Forcan BenTLEY G. McCioup 
Vice-Chairman President 


BANK AND BANKERS DIVISION OFFICERS 


Joun J. ANTON Vice-President 
Tuomas J. NuGENT Vice-President 
Harotp W. Lewis Vice-President 
Me vin H. Tuies Asst. Vice-President 
VERNE L. BARTLING Asst. Vice-President 
Cuar_es F, NEWHALL Assistant Cashier 
Epwarp DECKER Assistant Cashier 
Victor C. von MEDING Assistant Cashier 


The First National Bank of Chicago 


Building with Chicago and the Nation Since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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WALLETS and 


ENVELOPES 


Safeguard 
Registered Deposit Receipts for 
Burroughs Commercial Teller's 


Machines 


For Banks equipped with Burroughs 
Commercial Teller’s Machines, William 
Exline Inc. has available an extensive 
line of high quality wallets and en- 
velopes for keeping registered deposit 
receipts. Provide your customers 
with the best. We invite your inquiry 
for samples and further information. 


Manufacturers of 


e Savings Passbooks 

e Commercial Passbooks 

@ Pocket Check Cases 

@ Personalized Check Cases Bill Straps 

e@ Passbook Envelopes e Coin Wrappers 

e@ Machine Posting Passbooks e Pen Ruled Forms 
@ Deposit Receipt Envelopes and Wallets 


LINE %ace. 


1275 Ontario Street, Cleveland 13, Ohio 


e Loan Passbooks 
e Deposit Slips 
e Statement Sheets 
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Florida bank expertly displays historic documents 


George Washington’s birthday anniversary 


by The Lee County Bank, Fort Myers, 
Florida. 


For that legal holiday only, the bank was 
converted into a replica of the Freedom 
Train, and 26 enlarged reproductions of 
some of America’s most historic documents 
were on public display. 

Some real ingenuity was used in creating 
an authentic atmosphere for the event. 
The entrance of the bank was decorated to 
resemble the front of the locomotive which 
pulls the Freedom Train, and atop the 











Since 1899 


For complete correspondent serv- 
ice in the West Indies consult The 
Royal Bank of Canada. This bank 
has been established in the West 
Indies since 1899 and today oper- 
ates its own branches throughout 
Cuba, Puerto Rico, Haiti, the 
Dominican Republic and the Brit- 
ish West Indies. Officers in close 
touch with local conditions are in 
a favoured position to help you in 
developing trade and trade con- 
tacts in their respective areas. Our 
complete facilities are available to 
correspondent banks. 


HEAD OFFICE — MONTREAL 
New York Agency — 


68 William St., New York 5, N. Y. 


THE ROYAL BANK OF CANADA 


ASSETS EXCEED $2,000,000,000 
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building was a locomotive bell which ran 
from time to time. Two white-coate 
porters were on hand to usher visitors into 
the simulated vestibule, after presenting 
them with programs which listed the his- 
toric documents in order. 

Once inside the “‘train’’ the visitors filed 
along passageways to view the documents, 
which were mounted in wooden frames 
covered with red, white and blue paper. 
The interior was also decorated with 40 
dozen red, white and blue flowers, an 
American flag, and a picture of George 
Washington. <A public address system 
provided patriotic music and dramatiza- 
tions of memorable speeches in history. 

Among the papers on display were 
Thomas Jefferson’s rough draft of the 
Declaration of Independence, Lincoln’s 
Gettysburg Address, and Francis Scott 
— “Star Spangled Banner.” 

he display was open to all, and visiting 
hours were from 8:45 A. M. until 5 P.M. 
_ school students attended by classes, 
and a total of 2,000 persons viewed the 
exhibit. 

The historic documents were obtained 
through the American Heritage Founda- 
tion, sponsors of the Freedom Train. 
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A Smaller Bank’s 
Publie Relations Program 


According to Harry W. Edgar, president 
of the Citizens Trust Company in Summit, 
New Jersey, small banks’ mee. Fm relations 
efforts are too often series of sporadic, one- 
shot propositions. To Mr. Edgar, the job ~ 
of promoting understanding and good will 
for the. banking profession and one bank in 
particular, means a well planned and long 
range program, for small banks as well as 
larger ones. He has put the theory into 
action in his own bank, currently a $6 
million institution. 

To do this, three basic rules were estab- 
lished. The first proposal was to eliminate 
the customer conception that the bank 
must be furnished in granite, glass and 
steel, and that staff personality must carry 
out the formal theme. So Citizens Trust 
has been remodeled, in quarters and per- 
sonality. Tellers’ cages were replaced with 
a counter. Officers no longer occupy a 
walled-off sanctum sanctorum. Staff mem- 
bers have been assured that friendliness to- 
ward customers is a business asset and 
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DO THE FINANCIAL NEEDS OF LOCAL 


Public Utilities 


OFTEN POSE UNUSUAL PROBLEMS? 


ANK RELATIONS and investor relations are now 
B recognized by many local utility operating com- 
panies to.be,vitally important due to the universal 
-n¢ed, for financing extensive construction programs. 

Serving the financial needs of such electric and gas 
utilities often requires highly: specialized, banking 
service. oie tee 


_- banks desiring assistan¢é in any phise of this 
operation, the Irving offers the facilities of a Depart- 
ment devoted exclusively to Public Utility matters. ) 
Ditécted by an executive who has been active in the top Fics ) 
mawagement of utility companies for more thanthirty  — 

_ years, this Department supplies unusually , broad - v: 

| practical experience in dealing with this industry;’'- © | ) 
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a let-depositors-know-your-first-name cam- 
paign is being carried out. 

ule two was to render a complete 
financial service to all actual and potential 
depositors regardless of their financial level. 
One means of realizing this purpose was to 
furnish the consumer credit department 
with separate quarters and to display con- 
sumer credit articles in the quarters which 
demonstrate the expansion of today’s bank- 
ing service. 





Experience 
Service 
Cooperation 


Manned by officials with years 
of experience, our Correspon- 
dent Bank Division renders a 
complete service, conducted in 
an intimate and personalized 
manner. 


The guiding policy is one of 
cooperation in all matters of 
mutual interest. 


Member. New York Clearing House 
Assoctatson, Federal Deposit Insurance 
Corporatson 








The third rule was to bring the public 
into the bank on special occasions. To 
accomplish this, periodic evening programs 
for customers are presented in the bank 
lobby. One meeting, attended by 150 busi- 
ness men, brought in representatives of the 
Federal Bureau of Investigation and 
Treasury Department to explain the prob- 
lems of dealing with would-be counter- 
feiters, forgers and bad check operators. 
Another ee showing the diversifica- 
tion, featured a large demonstration of con- 
sumer credit appliances—radios, television 
sets, freezing units, stoves, etc. Participat- 
ing dealers were pleased and visitors showed 
a — deal of interest. d 

ased on the three-point plan, which has 
been in operation for 18 months, the pro- 
am is being continued and developed at 
itizens Trust. Mr. Edgar says the re- 
sults are already measurable in favorable 
customer reaction. 
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Real Estate Forecast 


From the scramble of real estate trends 
and present economic conditions, Roy 
Wenzlick, the St. Louis, Missouri, real 
estate analyst, has brought forth what 
appears to be an extremely logical real 
estate forecast. A recent speech by Mr. 
Wenzlick, ““The Real Estate Forecast for 
1948,” given under the og, ts of the 
Society for Savings in the City of Cleve- 
land, has been published by the Society in 
a 30-page book. __ 

Based upon multiple factors, Mr. Wenz- 
lick’s prediction on the tightening of mort- 
gage money and interest-rate boosts takes 
this form: “It is my opinion there is goin 
to be very little 4 Ba cent money on rea 
estate in the period ahead.” This conclu- 
sion is prefaced by reviews of other perti- 
nent factors of real estate valuation which, 
according to the analyst, will hit bottom 
near 1955. The record of real estate fluctua- 
tions since 1895 L yang e in the accompany- 
ing chart is cited by Mr. Wenzlick to show 
the amazing regularity, and predictability, 
of real estate trends. A forecast as to the 
effect of the 1948 elections on the real 
estate market is included along with pre- 
dictions of coming building costs and 





EXPERIENCED 


CORRESPONDENT 


American Security cordially invites 
your account on the basis of long 
familiarity with conditions in the 
Capital combined with the ability 


to render special services. 


Your needs will be met by 
thorough, modern methods. 








A, Mmeruan Sccutity & TRUST COMPANY 


Member Federal Deposit Insurance Corporation 


Federal! Reserve System 
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WASHINGTON, D. C. 
Daniel W. Bell, President 











___HOW LONG WILL THE REAL ESTATE BOOM LAST ? 
TT hpeed i) [50 7] 


| 
beer tii itt] 
YEARS. =| | 800m OF 1795 














BOOM OF 1815 


t * i FROM THE PEAR OF THE BOOM TO THE 
H t BEGINNING OF THE DEPRESSION...4 YEARS 





FROM THE PEAK OF THE BOOM TO THe 
GOT Tom OF THE OEPRESSION...10 YEARS 


800m OF 1835 

a OF To 1 
Bechount OF Tt OLPRESSION. Oa TEARS 
FROM THE PEAK OF THE 800M TO TI 
i | | Bottom OF THE DEPRESSION 1S FEARS 














| | | 
! heh 800M OF 1872 
$fOm THE PLAR OF THE BOOM TO 
t SEGINGENG OF THE OLPRESSIN 
7 $M THE PLAK OF THE BOOM TO T 
| Bottom OF THE OCPRESSION... 6 


Pepe | BOOM OF 1888 


800m OF 1906 
FROM THE PEAK OF THE 800M TO THE 
/ BEGINNING OF THE DEPRESSION 5 YEARS 
‘THE PEAK OF THE 800m TO THE 
Bottom Of THe DEPRESSION. 13 YEARS 
; 
800m OF 1925 
: Ri An OF g00m TO TT 
f Beoiteunt OF he ceokesson. Oa Eas 
} FROM THE PEAK OF THE 800M TO THE 
BOTTOM OF THE OFPRESSION... 6 YEARS 








i 
| i | 800M OF 1946 
\ FROM THE PEAK OF THE BOOM TO THE 
j i980) | SECI@ENG OF THE DEPRESSION... 2 YEARS 
’ is ae! ? FROM THE PLAR OF THE BOOM TO THE 
Tt j I BOTTOM OF THE DEPRESSION. ? YEARS 
LULL Spee dt 
$2345 67 6.910 0 i2\314BI6!7 6 


YEARS FROM PEAK OF BOOM 








Trend chart by real estate analyst 


Will the pattern be duplicated ? 


volume. Accumulated, the facts and 
figures set down by Mr. Wenzlick make a 
pattern which may have value for the 
reader in helping him plan his own oper- 
ations. 

Single copies of the book may be obtained 
without charge by addressing D. James 
Pritchard, vice-president, Society for Sav- 
ings in the City of Cleveland, 127 Public 
Square, Cleveland 14, Ohio. 
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Bank Precaution Against 
Bad Check Losses 


A suggestion to banks that they exercise 
greater ae in issuing passbooks 
and checkbooks to strangers opening new 
accounts has been made by a former banker, 
Frank J. Sherertz, now manager of the 
Better’ Business Bureau of Roanoke, 
Virginia. 

In his semimonthly bulletins, Mr. 
Sherertz has cited the activities of bad 
check artists in his area, in an attempt to 
educate merchants against careless cashing 
of checks. In some cases, the individuals 

assing worthless checks have been armed 

y the banks with passbooks and check- 
books showing substantial balances. Some- 
times the banks have protected themselves 
by marking the account “hold for collec- 
tion,” but Mr. Sherertz advocates a 
further mg He writes: 

“We feel that the bank should not only 
take the proper steps to protect its own 
funds when dealing with strangers, but 
should also consider the business interests 
of the community and not arm a man with 
a_ passbook showing a sizable deposit and 
give him a checkbook to simplify his efforts 
in defrauding the public when the bank is 
unwilling to give the customer ‘immediate 
credit’ for the deposit made. 

“‘As a general rule we would respectfully 
suggest that the bank, in opening a new 
account with a stranger from whom it 
accepts a check for ‘deferred credit’ or ‘for 
collection only,’ provide the depositor with 
a duplicate. deposit receipt bearing a 
proper notation such as ‘not subject to 
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check until cleared.’ Under this arrange- 
ment no checkbook would be delivered 
until collection was made.” 
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Correspondent Insurance 


Another city bank, Manufacturers Na- 
tional Bank of Detroit, reports favorably 
on its experience in offering group life 
insurance to correspondents. In operation 
for approximately two years, the plan is 
available to Michigan banks only and is the 
same plan, under separate policies, which 
Manufacturers National has had for its 
own staff for many years. The bank re- 
ports that the plan is working smoothly, 
with outstate banks employing it to insure 
more than 500 lives. It is administered by 
the trust department of Manufacturers 
National without charge to Michigan 
correspondents. 
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Weman Trust Solicitor 


Trust officers in Pittsburgh, Pennsyl- 
vania, vouch that women may be able to 
hold their own in the competitive and com- 
plex field of trust solicitation. To bolster 
their case they refer to Mrs. Edith Martin 
of The Colonial Trust Company, one of 
the most successful trust solicitors in the 
country. 

Citing Mrs. Martin’s accomplishments, 
they point out that starting from the time 
she gets a lead she personally carries the 
sale through all the steps of estate planning. 
She guides it through the lawyers’ offices 
and places it in the new-business files, 
“signed, sealed and delivered.”” They make 
it understood also that the area where 
Mrs. Martin works, Allegheny County, is 
a highly competitive trust area. 

Here is a list of new trust business pro- 
duced by Mrs. Martin in 1947: 87 wills 
totaling $9,000,000 and trusts under wills in 
40 per cent of these wills; 24 life insurance 
trusts totaling $1,000,000; 1 pension trust 
with a minimum annual fee of $250; and 
5 voluntary trusts totaling $90,500. Like 
most good trust solicitors, she did not 
overlook the opportunity to garner banking 





Mrs. Martin and trust prospect 


accounts as a by-product, and secured 15 
new banking accounts with initial deposits 
of $67,000 and a number of new loans. 

Mrs. Martin concentrates on wills as 
the lowest common denominator in trust 
business. Once the planning of the will is 
undertaken the need for any other service, 
such as an agency or trust, becomes appar- 
ent and may be fitted into the picture. 
With persons of substantial means, she 
finds that the tax approach is perhaps the 
quickest method of engaging the interest 
of the prospect. 
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... When you route 
your California items 
through Bank of America 


With Bank of America as your California corre- 
spondent, items for Stockton or Eureka are sent 
by you direct to this bank’s branches in those 
cities. So, too, with items to any of more than 
300 California communities where this bank has 
branches. One account with either the Los An- 
geles or San Francisco office of Bank of America 
makes this California-wide direct timesaving 
service available. 


Bank of America 


NATIONAL TRYSTAN2 ASSOCIATION 


California's Statewide Bank 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
MEMBER FEDERAL RESERVE SYSTEM 





Bank of America Travelers Cheques are known 
/the world over. Sell them to your customers 
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LARGEST FINANCIAL INSTITUTION IN THE NATION'S CAPITAL 


ir 


a will beg of you the favor to’ 
(Shave thadeale paid...” 


Oo. &b. Friis 


> 


af 


‘ “While preparing his third famous expedition at the 
4 R yOutpost city of St. Louis in June of 1845, JOHN C. 
E REMONT, noted explorer, scientist, soldier and 


? tesman, requested Corcoran & Riggs to honor his 
draft fer $6,000 in payment of supplies. 
an With Kit Carson as guide, this expedition reached 
the Pacific Coast and played an important part ‘in 
ye" , 
bringing California into the Union. Frémont returned 
in 1850 as one of the State’s first two Senators and 
subsequently became presidential candidate of the 
newly-for d Republican party,.;; 
Thus at an ‘ehrly date. did the banking firm of Cor- 


coran & Riggs reach “hands across:the continent’. 


Since that time the RIGGS check has traveled to the 
ends of the earth, carrying with it the name and fame 
of Washington’s Great Historic Bank. Today many 
thousands of depositors find it easier to advance 
their financial affairs—at home or abroad —by the 


use of that time-honored banking instrument. 


RIGGS 


NATIONAL 
BANK 


WASHINGTON, D.C. * FOUNDED 1836 





RESOURCES OVER $300,000,000 


COMPLETE BANKING AND TRUST SERVICE 
EIGHT CONVENIENT LOCATIONS 


Member — Federal Deposit Insurance Corporation 


Member — Federal Reserve System 
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Fremont Bestowed the Name 
GOLDEN GATE Upon the Entrance 


to San Francisco Harbor wt — 
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WE ARE ESPECIALLY WELL EQUIPPED TO HANDLE ACCOUNTS 
OF BANK CORRESPONDENTS AND NATIONAL CORPORATIONS 
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Salary committee, left to right: Comptroller H. F. SMITH, Vice-president W. O. BALDWIN, MR. KENNEDY (committee chairman), 


Vice-president J. A. LEDBETTER 


The committee’s decisions have a vital bearing on employee efficiency and morale 


HOW MUCH IS A BANK JOB WORTH? 





SALARY ADMIMSTRATION 


Some practical principles involved in setting 
equitable, rather than haphazard, wage scales 


NLY in recent years has the 
QO subject of the fair measurement 
of salaries in banks received 
serious consideration and study. In 
too many instances the fixing of sala- 
ries has been a haphazard process with- 
out any attempt to handle it on 
an equitable basis. Many employers 
have never considered adjustments 
except in response to complaints. 
Raises have gone to the employees who 
have been most aggressive in their 
own behalf, while others just as valu- 
able have remained at low levels or 
perhaps sought new jobs. 
Theoretically, the salary of each 
employee is a confidential matter, but 
actually employees invariably learn 
what others are earning, and it seems 
universal in banks that the news of 
raises in salary travels fast. 
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By 
WALTER KENNEDY 


Executive Vice-president, 
The First National Bank of Montgomery, 
Montgomery, Alabama 


Progressive employers realizing that 
dissatisfied employees are seldom effi- 
cient and that salaries are the most 
frequent cause of employment discon- 
tent have learned that salary adminis- 
tration is one of the most important 
phases of bank management. 

To most people the salary which 
they receive is the most important 
point about their jobs. This is true 
because salary usually determines the 
manner in which they must live. 

Next to present salary, the most 
important factor is the opportunity 


for advancement, but this really means 
the possibility for salary increases. 

Prestige, titles, working hours, time 
off, physical environment and other 
working conditions make some jobs 
more attractive than others, but in 
large measure, salary is the most im- 
portant job factor with most employed 
people. 

What is a fair and proper manner of 
determining salaries? To some extent 
human effort or labor is like any other 
commodity, and its value is deter- 
mined by supply and demand. If the 
work to be performed requires a high 
degree of skill and special training, 
there will be fewer persons available 
for such work, and therefore, the pay 
will be higher. If the work is simple 
and the position easily filled, the pay 
will be lower. 
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John Doe 


_.Ratinc SHeet For Emp.iovees 


RECOMMENDATION FOR SALARY CHANCE 






























































NAME Individual Book ng 
RATING BASED OW PERFORMANCE oUninG | "SiSaduame: | enono March 31 roi oie seme Department Individual Bookkeeping _ 
1, KNOWLEDGE OF WORK: Knowledge | = «= Oem, eae —_. Date Empl 2-1-6 Intial Salary ¢. 
Meremeh Saeetetae one a 
of work gained ee = eaporience tote j e Employed ry 
sources of Information. od J a = 1 | Y 7 Date of Last Increase 9-2-7 Present Salary $_135.00 
i 1 14 12) id 8 6 4 2 ‘ 
2. QUALITY OF WORK: Accuracy, thor | Su Oe eomoen tees: Weksteanties wits 6 tennis Increase & dead $15.00 Effective Date 4-1-7 
oughnes, ond dependability of resu!ts, Ss = soreede ond eqntgment totow standard or 
quolity standards. ; 7 T 7 
it 1 Ao 
% cree aren pd np ee ee okond aw Aon 8 Duties: Bookkeeping machine operator. 
Places items to be posted in proper alphabetical equence. Posts and balances individual || 
sd dt oA md 
9 uy ledgers, Files signature cards, Cancels checks. 
nye ene md ee ——— g 
te : 
told every detail, ond ability t0 make are Ki Aa DEGAS ae hemes Reason for Recoumendation+ 
constructive suggestions. T | 
P| Fl 8 7 ; * 4 4 | ;| i This employee was transferred to the individual bookkeeping department fromthe proof 
5S. COOPERATION. to work of- Buceptionaity sti Works welt Uncooperative 
Sue ob tan "es to on Vmod one — one department three months ago on a trial basis. He shows aptitude for the work and has 
. od 1-1 d J | J J acquired reasonable speed and accuracy. Since his work in the trial period has been 
: 4 2 1 
poEres eo tisfactory, it is ded that he be given a promotion raise, 
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Richard Kee. 
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Salary committee reviews efficiency reports, salary recommendations, for one-third of staff each month 


It is hard to determine the single 
factor in connection with a job that 
deserves the greatest weight in job 
evaluation. But all things considered, 
it seems that the factor that more than 
any other makes a position rank high 
is responsibility for decisions. Any 
job that requires important decisions 
which will either increase or diminish 
profits, cause or avoid losses, or im- 
prove or impair the efficiency of the 
business deserves compensation in 
proportion to the importance of those 
decisions. 

It is as difficult to say which are the 
most important functions, salary-wise, 
in a bank as between lending, invest- 
ment, supervision, trust administra- 
tion and banking operations, as it 
would be to determine which is the 
most important position on a football 
team. 

It is also difficult to measure the 
profit or income that can be traced to 
any one particular job, especially in 
the lower levels. 

If the manner in which a specific job 
is performed has direct results on the 
employer’s profits, then it is easier to 
evaluate the salary for such a job. 
An example of a position where produc- 
tive value may be indirectly measured, 
is that of private secretary to an execu- 
tive. By relieving the executive of as 
many details as possible, a secretary 
may ‘increase the potential value of 
the executive’s services, thereby be- 
coming indirectly responsible. for in- 
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creased profits. In a similar manner 
any assistant should get credit for the 
extent to which he assists his principal 
in performing his job. 

Determining a fair and appropriate 


an appraisal of the degree of efficiency 
with which the person holding the job 
performs it. The first of these two 
calculations is sometimes referred to 
as “job evaluation,” which means 


salary for a particular individual in a 
given job involves at least two sepa- 
rate appraisals; first, an estimate of 
the monetary value to the employer 


fixing the salary scale for the position 
without reference to the individual 
who may hold it. The second calcu- 
lation is usually referred to as “effi- 


in having the duties of the particular 


‘ciency rating.” 
job efficiently performed; and second, 


In evaluating any job, a minimum 
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MISS MILDRED DUNCAN, secretary to the president 


and a maximum salary should be estab- 
lished. The minimum rate is intended 
for a beginner who has the ultimate 
qualifications for the position, but 
who will require training and experi- 
ence before performing the position in 
a fully satisfactory manner. The 
maximum rate is intended to represent 
the most that can be paid for the posi- 


tion when it is fulfilled in the most 


efficient manner. While the fixing of a 
maximum salary limit might seem to 
discourage the incumbent, in reality it 
should serve to encourage him to look 
beyond his present job. 

In determining the minimum and 
maximum rates for a given position, 
its relationship with other positions in 
the bank must be considered, particu- 
larly the relative importance of the 


decisions to be made in each position © 


and the relative potential productive 
value. 

Supervisory positions usually com- 
mand greater valuations than positions 
where the individual’s production is 
limited to his own efforts. Jobs that 
require a great deal of supervision from 
superiors usually cannot be valued as 
highly as those that require little 
supervision. The more knowledge, 
skill, or experience that a person must 
have before undertaking a certain job, 
the more the employer will have to 
pay for the fulfillment of the job. 
Conversely, a job that any one can 
learn in a short time without previous 
training or experience, will pay less. 

One pitfall that must be carefully 
avoided in job evaluation, is that of 
being influenced by the capacity or 
performance of the individual who 
happens to hold the job at the time it 
is being appraised. Remember that 
in job evaluation, it is the function 
that is being valued, not the manner in 


important point about their jobs”’ 








in: banks, is presented below: 


1. Salary Importance. The man- 
agement of a bank must realize that 
intelligent handling of salaries at all 
levels is one of the most important 
phases of bank administration. 

2. First Step. The first step in 
salary administration is the process of 
evaluating every job within the organi- 
zation. There are many methods of 
job evaluation, but the plan selected 
must be flexible enough to recognize 
and adjust evaluations frequently to 
meet changing situations. 

3. Job Evaluation. Any system 
of job evaluation in banks should 
recognize and embody the following 
principles: 

(a) The productive value to the em- 
ployer of the functions performed in 
any given position is the most impor- 
tant factor in determining an appropri- 
ate salary for the position. 

(b) The salaries paid by other em- 
ployers for similar work must be taken 
into consideration. 


(c) The greater the education, ex- 
perience and skill required for any posi- 
tion, the harder it will be to fill it satis- 
factorily and therefore, the higher will 
be the salary. 

(d) Other job requirements. which 
deserve weight in determining com- 
pensation are: 1. Leadership, or ca- 
pacity to supervise the work of others. 
2. Judgment or the capacity to make 
wise decisions. 3. The ability to serve 
customers tactfully. 4. The ability to 
work without supervision. 


(e) The long-term trend of salaries 


‘ 











Conclusions On Salary Administration 
A summary of the writer’s conclusions on salary administration 


and fiyctuations in the cost of living 
and in the purchasing value of the cur- 
rency must be given due consideration 
in the periodical revision of job evalu- 
ations. 

(f) The aggregate salaries in any 
company must bear a proper relation- 
ship to the company’s average annual 
earnings. 

4. Individual Ratings. Once 
“‘price tags’ or salary brackets are 
determined for each position, a sys- 
tem of rating the individual within the 
limits of the job he or she holds, must 
be established. Such ratings should be 
reviewed several times each year, 
quarterly if possible. 


5. Increases. Salary increases when 
justified, should be awarded volun- 
tarily by the management without the 
necessity of the employee’s seeking a 
raise. 

6. Service Longevity. Salary in- 
creases for longevity of service should 
continue only so long as the increased 
experience results in increased effi- 
ciency and productivity for the em- 
ployer. In other words to get more 
pay, the employee must do better 
work, or more work, and not expect to 
receive more and more pay for the 
same work. 


7. Salary Policy. It should not be 
the goal of bank management to hold 
salaries to the lowest possible figure, 
but rather to pay salaries in keeping 
with what similar positions pay else- 
where and in accordance with the pro- 
ductive value of the work performed. 











Mr. Kennedy also discusses profit sharing, other trends 


which the function is performed. Per- 
formance of the function, as stated 
above, is a separate appraisal. 

In the past few years, a number of 
banks have established systems for 
evaluating the jobs within their organi- 
zations. A splendid discussion of the 
fundamentals involved is contained in 
an article by Edward N. Hay, in the 
March, 1940, issue of Banking, entitled 
“The Right Pay for the Job.” 

The Harris Trust and Savings Bank 
of Chicago has a job evaluation 
plan that dates back to 1920 and that 
underwent major revision in 1939. 
This plan is described in the January, 
1947, issue of Burroughs Clearing 
House. 

The Mercantile Commerce Bank & 
Trust Company of St. Louis, began 
the study of an evaluation system in 
1937 and in 1941 put into effect a 
complete job evaluation plan. This 
system is described in the December, 
1946, issue of National Auditgram, the 
publication of the National Association 
of Bank Auditors and Comptrollers. 


In the December, 1947, issue of 
Burroughs Clearing House, Albert A. 
Elsesser, Executive Vice-president, 
American State Bank of Lansing, 
Michigan, tells about his experience 
with job evaluation in a medium-sized 
bank. 

The Harris Trust and Savings 
Bank job evaluation plan, which has 
been widely followed, takes into con- 
sideration the following characteristics 
in determining the value of a job: 

1. Complexity of duties (judgment 
required and difficulty of decisions to 
be made). 

2. Preparation required (education, 
experience, or special skills necessary 
for satisfactory performance). 

3. Personal qualifications needed 
(appearance, personality, tactfulness, 
physical ability, speed, accuracy, initi- 
ative, etc.). 

4. Responsibility. (Profits or losses 
that might result from job actions 
or commitments.) 

5. Extent to which the job requires 

See SALARY ADMINISTRATION—Page 52 
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Quiz sessions form an interesting and instructive part of the Corn Exchange program 
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This bank bases its student-and-bank program on 
the theory that understanding promotes approval 


Young Philadelphia 
LOOKS a¢ BANKING 


Y coincidence a few days ago, two 
contrasting but related messages 
came to my desk. 

The first was the report of a public- 
opinion survey which showed that the 
public does not know a great deal 
about what banks do or why they 
exist, and that too many persons care 
little whether banks are privately or 
governmentally owned. 

“Can you sell your social leader- 
ship?” the report asked. ‘Can you sell 
your institutions of business, your 
philosophy of capitalism? Everything 
else you do depends on the answer to 
that question. If you fail in that field 
of management you will not have the 
opportunity to produce and distribute 
capitalistic abundance, nor will you 
or anyone else in the country continue 


to enjoy political and individual 
liberty.” 
We agreed with that. Then we 


picked up a stack of letters and the 
first one said: 


“Dear Sir: Perhaps this is a little 











DAVID E. WILLIAMS 


President, Corn Exchange National Bank 
and Trust Company, 
Philadelphia, Pennsylvania 


irregular, but I want to let you know 
how much I enjoyed the bank program 
at our school and the trip through the 
bank. During the tour I didn’t ask 
as many questions about the bank as 
I would have liked. Since the bank 
program, I have an idea that I might 
like to enter banking some day. Could 
you send me some literature on bank- 
ing which might help me decide about 
it? Thank you.” 

The letter is one of hundreds which 
have come from public school students 
since our school-bank program began 
in 1941. By means of co-operation 
between Corn Exchange and Phila- 
delphia schools, 5,000 students have 
learned of the role which banking plays 
in their city and country. 

While believing that our program 
has merit, since we were asked to tell 
the readers of Burroughs Clearing 
House how it works and what it has 
done for us, I do not want to imply 
that our public-education program is 
exceptional. Other banks and savings 


Burroughs Clearing House 
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lowing through with that pyschology, 
we believe that the promotion of under- 
standing is enough, without any of 
the we-are-so-pure slanting of the sub- 
ject matter. 

Our program began in 1941 at the 
hand of Assistant Vice-president George 
J. Watts, Jr., now in charge of public 
relations. Mr. Watts, by the way, 
came up via our Burholme office 
where his methods of presenting bank 
services to the public between 1933 
and 1939 helped triple business at that 
office. 

Mr. Watts says that the program 
was, in fact, initiated by his 12-year-old 
son. By continual questions, the boy 
impressed his father with the fact that 
the everyday life of a boy does not do 
much to acquaint him with financial 
machinery. He asked his father about 
his job at the bank and a great many 
“*how’s” and “why’s” about the bank 


USING his son’s questions as a basis 
for his proposals, Mr. Watts ap- 
proached the principal of one ofthe 
junior high schools. ‘“Why not,” he 
asked, “have a banker come into the 
school and answer students’ questions 
on banking?” Perhaps a lecture by a 
bank officer could help prepare junior 
business course students in the rou- 
tines of money handling and give them 
an understanding and appreciation of 
bank functions in relation to the other 
industries being studied. The teacher 
objected to the word “‘lecture.” 

“If there is anything we do not 
want,” he said, “it is another class- 
room lecture.” 

That admonition brought about one 
of the keynotes of our school-and-bank 


. Striving t banki 
Youngsters study fundamentals, then visit the bank ey ace ving to make banking 


fund societies have programs built 
on the same motif. Information has 
come to us from Continental Illinois 
National Bank & Trust Company of 
Chicago and Franklin Square National 
Bank of Long Island, New York, about 
their school, or public and bank pro- 
grams. And no doubt there are others. 

It is not too “high sounding” to say 
that our program is aimed at promoting 
public understanding and approval of 
private banking in our territory. It 
was planned in the beginning as a 
means of making school children aware 
of banking operations, but its purpose 
broadened very quickly. 

Since the beginning we have seen a 
great deal of evidence of one thing in 
particular; that is, “he who knows, 
favors.”” The student who has learned 
more than the ordinary number of 
facts about a subject (i. e., Banking) is 
very likely to be favorable, or even 
enthusiastic about that subject. The 
student who knows his mathematics 
extols the wonder of figures. And, fol- 
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a “‘live” subject for the students has 
See YOUNG PHILADELPHIA—Page 56 


Educators and bank officers explain activities to the radio audience 


Left to right: Dr. E. W. ADAMS, associate superintendent of schools in Philadelphia; 
Dr. S. KIGHT, professor of education, Temple University; Dr. G. F. HOSTETTLER, 
associate professor of radio, Temple University; and Assistant Cashier R. D. CONNER 
and Assistant Vice-president G. J. WATTS, Jr., Corn Exchange National Bank 























Its advantages include greater efficiency. 
comfort and economy .. plus features which 
enhance customer relations 


A Research-De 


veloped 


SEANDARD TELLERS UM 


HE streamlined “Ideal Teller’s 

Unit” recently adopted as stand- 

ard equipment by our bank repre- 
sents more than two years of research, 
study and experiment by our Innova- 
tions Committee. 

Some of the features and advantages 
of the new unit are: 

1. A customers’ ledge, providing a 
resting place for parcels and other 
material. 

2. Unit construction, supplying a 
complete, individual working space for 
each teller. 

3. Specially designed facilities, with 
everything within arm’s reach. 

4. Cash and batch drawers at an 
angle, so that the teller does not have 
to change his position to reach them. 

5. An adjustable seat for the teller. 

6. Standard design, leading to lower 
cost of construction. 

This development originated from a 


FOR THE BANK .. . Standard design, construction by sectional units which can be moved, 





By 
DOMINIC C. ARMANINO 


Assistant Vice-president, and Chairman 
of Innovations Committee, American 
Trust Company, San Francisco, 
California 


suggestion made by Edwin V. Krick, 
senior vice-president and cashier, in 
the early part of 1942, to Jack Harring- 
ton, our superintendent of construc- 
tion, as to whether a more modern 
type of counter could be designed, 
where the tellers could sit down at 
their work. But wartime conditions 
prevented following through. 

When the Innovations Committee 
was formed in October, 1945, Mr. 
Harrington submitted this suggestion, 
which became its first project. This 
committee’s function is to give serious 


Columbus Avenue Office, San Francisco, California 


study and consideration to every bank 
improvement suggestion, no matter 
how radical, and if the idea has merit, 
to submit its recommendations to the 
bank management. 

The committee membership covers 
a broad cross section of the operating 
activities of our bank, including both 
city and suburban branch managers, 
and comprises the following: 

Leo M. Bianco, manager and assist- 
ant vice-president, Columbus Avenue 
office, San Francisco; William G. 
Day, manager, Elmhurst office; H. E. 
Cooper, manager, Commodity Loan 
Department; Jack B. Harrington, 
Construction Department; William C. 
Snitjer, assistant controller; Carl S. 
Stephens, assistant vice-president, 
Business Development Department; 
Lester B. Johnson, advertising man- 
ager; J. O. Elmer, Jr., assistant vice- 
president, Monthly Payment Loan 
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FOR THE TELLER ... An adjustable seat, all supplies within easy reach 


Department; Lewis L. Bush, assistant 
vice-president, Personnel Department; 
Miss Helen Golcher, Real Estate Loan 
Department (for the women’s angle), 
and the writer as chairman. 

Early in the committee’s delibera- 
tions, what started out to be a search 
for adequate seating accommodations 
for tellers developed into an expanded 
project to devise equipment which 
would better serve our customers, and 
provide scientifically-arranged work 
facilities as well as comfortable working 
conditions. 

Our research covered teller’s facili- 
ties developed by other banks; descrip- 
tions of teller’s equipment as published 


in Burroughs Clearing House and other 
banking magazines were followed up. 
Also, studies were made of the physical 
set-up used by chain stores, theater 
box offices, and the ticket offices of air 
lines and bus companies. 

By this time Mr. Harrington had a 
“‘mock-up” made of plywood, like the 
airplane plants use for experiments, 
installed in the basement at the head 
office. Tellers were called in from 
both city and outside offices to get the 
benefit of their comments and sugges- 
tions; demonstrations were made. 

At this point it will probably be 
helpful to other banks to mention a 
few of the suggestions which were 


have resulted in lower costs and floor plan flexibility 


San Carlos Office 
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rejected in the experimental period. 

One committee member visited the 
telephone company and suggested the 
layout used by their cashiers, consist- 
ing of a counter at the regular level 
where customer stands, while the 
cashier sits at a desk on a lower level. 
A replica “mock-up” was made and 
later this type of counter was installed 
in a temporary office. While this 
arrangement does a good job for the 
telephone company and would permit 
tellers to be seated, the committee 
decided this type layout did not com- 
pletely answer the objectives desired, 
and further experiments on the original 
design were continued. 

Studies were made of various types 
of seats, with and without backs. 
Backs were eliminated as being in the 
way. Other rejections included putting 
the teller’s chair or stool on a track, 
or hinging a stool to framework, which 
would have necessitated too heavy a 
frame for the unit. Raised deal plates, 
sliding wicket gates, frosted glass, and 
currency drawer located on top of the 
counter, were also excluded. 

After the “mock-up” had been 
revised and reached what seemed to be 
its final form, the committee invited 
the cashier’s department, the auditor, 
controller and several other officers to 
inspect the design. After making the 
side wings longer, the unit was now 
ready for construction and installation. 

We call the new cage the “Ideal 
Teller’s Unit” because it meets the 
requirements of the job as near to 100 
per cent as we have been able to 
make it. It is built in sections, which 
can be moved to different floor space 
or to another office, and is flexible 

See TELLER’S UNIT—Page 60 
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Now available to all banks at cost ...a series 
of sound slide films which are proving of real 
help in improving employee-customer relations 


New Visual Aid 
Jo PERSONNEL TRALMING 


a WHALE of a bargain” is the 
way one banker has enthusiasti- 
cally assessed the new series of 

five sound slide films produced on a 

non-profit basis by the Financial Pub- 

lic Relations Association, and available 
at cost to any bank for use in employee 
training. ; 

Today, the recruiting and develop- 
ing of bank employees is one of man- 
agement’s biggest headaches, and 
greatest opportunities. It has been 
pointed out that “‘only through careful 
selection and effective training of per- 
sonnel can bank management build an 
efficient organization capable of operat- 
ing profitably in these days of increas- 
ing competition and rising costs.” 

Thus progressive banks are con- 
stantly seeking new and better methods 
of employee training. Until recently, 


Representative scenes from the five slide films. 


Larry Walters, lead character, decides on a bank job 





By 
PRESTON E. REED 


Executive Vice-president, Financial 
Public Relations Association, 
Chicago 4, Illinois 


however, little specifically pertaining 
to banking has been available in the 
audio-visual field, which is now rec- 
ognized as the most effective method 
of group education. 

The FPRA sound slide films are 
designed to help fill this void. With so 
many bank staffs still relatively in- 
experienced and in the _ rebuilding 
stage, the series comes at a timely 
moment and can be used to good 
advantage in supplementing other 
phases of personnel training. 


Mr. Dixon, bank officer, greets new retail merchant 


&. 


Basically, the films have a threefold 
purpose: 1. to emphasize banking as 
a desirable career; 2. to heighten bank 
employees’ interest in their jobs; 3. to 
improve their ability to meet the 
public. 

How well these objectives are 
achieved can be gauged from the fol- 
lowing testimony from one of the first 
banks to arrange a showing. The pub- 
lic relations officer of this $65 million 
institution affirms: ‘The reception of 
the films has been excellent, and they 
have been the subject of much discus- 
sion and follow-through on the days 
following. They are very helpful in 
bringing before our employees in a 
graphic way the importance of their 
role in the various phases of the bank’s 
customer and public relations. They 
also work effectively to heighten the 


The series seeks to show banking as a desirable 
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SESSION #1 


File title: “The Humen Side.” 


Introduction 

In this, the firet meeting of the series, someone other than the 
leader--preferadly one of the senior officers of the benk--should wel- 
cose the group and in @ few well chosen edrds (of about five minutes 
duration) explain the purpose of the series end indicate the value and =~ 
importance wanege ing program. Before doing 
20, hovever, he should be feeilier with the contents of the five filme. 
Indeed, he and everyone else heaving ® pert in the sponsorship and 
leadership of the program should preview the entire series of files 
well in advance of the first meeting. 

Upon the conclusion of hie introductory remarks, the meeting 
should be turned over to the one who will serve es leader in this and 


hy to this trei 








subsequent sessions. 


Introductory Rewarks of Leader and 


of Procedure. : 





friendliness end informality. 


films ere really good--not only interesting and entertaining but 





employees’ interest in a banking career 
and bring out the part played by 
management.” 

Any bank can obtain the complete 
set of five films for the actual pro rata 
cost of production, which is $175. The 
series is also available for purchase by 
state and county associations, clearing 
houses and other voluntary groups of 
banks. Purchasers may utilize the 
films in any way that they see fit, 
and it is suggested that associations 
make them available to their members 
on a rental basis, or that a group may 
wish to share the cost. Some of the 
larger banks have indicated an interest 
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Explain how the use of audio-visual education ws pobetek tre- 
wendously es @ result of training experiments during the war; something | 
abdout its current wide spread use in industry; how benkers were in- 
pressed with ite possibilities for use within their own institutions; 
and, finally, how thie series was produced through the FP. P. R. A. 

Then (don't hesitete to go out on © limb) tell thes thet the 


pregeres Se 
ROBERT ei xurost 
for the 
VISUAL EDUCATION COMMITTER 
PINAMCIAL PUBLIC RELATIONS ASSOCIATION 
231 8. Le Selle Street ~ | 
Chicago 4, Illinois 


in making the films available to their 


correspondent banks. The FPRA is 
encouraging such practices, because it 
is desirous of spreading ihe films’ mes- 
sage as widely as possible, and is not 
concerned with any profit motive. 


THE project was undertaken by the 

visual education committee of the 
FPRA headed by D. James Pritchard, 
vice-president, Society for Savings, 
Cleveland. Produced by Wilding Pic- 
ture Productions, Inc., the films are 
thoroughly professional as to script 
and acting personnel. They were re- 
viewed very carefully by bank public 


Mr. Dixon correctly explains a bank regulation 


With this manual any bank 

can conduct well-organized 

meetings built around the 
training films 


relations men to make certain that 
every detail was correct from the 
aspect of banking technique. 

In order that the series may be 
presented with maximum effective- 
ness, a guide manual with detailed 
instructions and suggestions has been 
prepared by Robert L. Knight, Ohio 
Citizens Trust Company, Toledo, and 
copies are available with the films. 
This manual covers projection me- 
chanics as well as procedures for each 
of the training sessions, and even out- 
lines suggested remarks by supervisory 
leaders. Of course, the material can 
be adapted to fit individual bank re- 
quirements, but with the aid of this 
comprehensive guide any bank should 
be able to conduct well-organized pro- 
grams built around the film series. 

The series is primarily designed to 
be shown at regular intervals in definite 
sequence. The two lead characters, 
Larry Walters and his wife Helen, 
appear in all five, and most of the 
minor characters are also seen again 
after their original introduction. The 
“package” is further tied together by 
frequent flash backs to the earlier 
films, and by the conclusion of the 
last, which sums up the lessons taught 
in the entire series. The following 
synopses indicate the manner of pres- 
entation: 

Film 1, “‘The Human Side.” Larry 
Walters, offered a bank job, is afraid 

See PERSONNEL TRAINING—Page 63 


career, increase employees’ interest in their jobs, and improve their ability to meet the public 


Larry explains overdraft to Mike, a working man 
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safety paper. And we have kept on that same 


track for over three quarters of q century 
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SAFETY PAPER FOR CHECKS |; 


GEORGE LAMONTE & SON, NUTLEY, NEW JERSEY 
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7 A Check Paper All Your Own 


Thousands of banks and many of the larger corporations 

use La Monte Safety Papers with their own trade-mark or 

. design made in the paper itself. Sach INDIVIDUALIZED check 

: Paper provides maximum protection against both altera- 
b tion and counterfeiting — makes identification positive. 
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Mortgage Money 


An increase in interest rates to- 
gether with rising building costs is 
forcing many veterans to resort to the 
conventional type of mortgage loan in 
order to finance their homes. 

The 4 per cent interest rate charge- 
able for veterans’ mortgages is not. 
sufficiently attractive under present 
conditions. As a result there has 
developed a drying up of mortgage 
money. The Veterans Administra- 
tion, the Federal Housing Administra- 
tion and the Home Loan Bank System 
are cognizant of the situation and are 
studying it. 

“According to data compiled by the 
home builders organization, mortgage 
financing of Title VI projects is not 
as readily obtainable as heretofore,” 
Franklin D. Richards, Federal Hous- 
ing Administration commissioner, 
states. “Some have suggested this 
may be a factor in the volume of hous- 
ing produced this year. However, the 
picture is confusing at the moment as 
Title VI applications are being filed 
at an all-time high level.” 

President Truman has recognized 
the problem, for in his housing mes- 
sage to Congress he called for exten- 
sion of Title VI with modifications, 
for one year, to March 31, 1949, with 
an increase of $2,000,000,000 of insur- 
ance authorization. 

T. P. King, director of the guaranty 
service of the Veterans Administra- 
tion, also noted that changes are tak- 
ing place in the mortgage market as 
a result of stiffening interest rates. 

Addressing the annual convention 
of the National Association of Home 
Builders in Chicago recently, Mr. King 
pointed out that during the six month’s 
period of May through October there 
was no pronounced indication that the 
supply of 4 per cent money was drying 
up. ‘‘However,” he said, “in view of 
the sharp upward trend which has 
occurred since October in the yields 
of alternative investments such as 
corporate and government bonds, it 
may well be that the reluctance of 
lenders to make 4 per cent loans is 
forcing an increasing proportion of 
veterans to take conventional loans at 
higher interest rates to finance the 
purchase of new homes.”’ 

Mr. King believes that higher build- 
ing ‘costs are also contributing to the 
difficulties in the mortgage market, 
and he has warned that costs must be 
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reduced if builders hope to continue 
serving the veterans market. 

The VA official estimates that veter- 
ans will need about 5,000,000 new 
homes in the next 10 years. 


Meanwhile, savings and loans associ- 
ations are becoming more selective in 
their consideration of new mortgages. 
However, they are experiencing no 
shortage of capital and have ‘“‘ample” 
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Your BANK’S 
Bond Account 


EARNINGS 


Bankers find our Bond Department offi- 
cers helpful in suggesting ways to improve 
net returns from their investment accounts. 
We would welcome an opportunity to dis- 
cuss this important source of your bank’s 
earnings. There might be substantial bene- 
fits for your bank from such a discussion. 
Your inquiry is cordially invited. 


Ask for free copy of the booklet, 
“Effect of Bond Tax Status On Bank Earnings” 


BOND DEPARTMENT 


THE NORTHERN 
TRUST COMPANY 


50 SOUTH LA SALLE STREET, CHICAGO 90, ILLINOIS 
Member Federal Deposit Insurance Corporation 









































. displaces the old-fashioned, unsanitary, 
adhesive stamp, and stamp sticking . . . provides 
any amount of postage needed, as needed, for 
any kind of bank mail, including parcel post . . . 
protects postage from loss or damage . . . keeps 
its own records of postage used . . . 


Why be without one? 


. 4 great convenience in any bank . . . speeds 
up your mailing, saves time—and overtime . . . 
Metered Mail, already cancelled and postmarked, 
spends less time in the postoffice, gets on its way 
faster . .. And there’s a postage meter for every 
bank, large or small! 








Call any © PB office? 





ee and find out how a postage meter can more 
than pay its way in your bank... Or write direct 
to Stamford for an illustrated booklet! 


PITNEY-BOWES, Inc. 3141 Pacific St., Stamford, Conn. 


— of the Postage meter . . . world’s largest manufacturer of mailing 
machines . . . 68 offices in the United States and Canada, 








funds available for such financing, 
according to speakers before the New 
York State Savings and Loan League. 

The statements of the associations 
confirm Mr. King’s observation that 
some veterans are resorting to so- 
called conventional loans to finance 
their new homes. No one has ques- 
tioned the fact that there is “‘ample”’ 
capital available for home building, 
but it is outside the veterans’ reach 
in many cases. 
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Housing Program 


A Joint Congressional Committee 
has finally agreed on a long range 
housing program envisaging the con- 
struction over a 12-year period of 
about 15,000,000 homes and, in addi- 
tion, recommended a four-year public 
housing plan providing for 500,000 
dwellings. 

Along credit lines, the committee 
recommended: 

A one-year extension of the Federal 
Housing Administration’s Title VI 
mortgage insurance program,’ under 
which the FHA underwrites up to 90 
per cent of mortgages issued by private 
lending institutions. The agency would 
be given discretionary authority to in- 
crease the maximum interest rate 
allowable on Title VI mortgages from 
the present maximum of 4 per cent to 
a top of 5 per cent where necessary to 
attract sufficient mortgage funds. 

The joint committee recommended 
that FHA’s 90 per cent mortgage 
guarantees should be put on a perma- 
nent appraisal basis rather than on a 
current costs of building a house, as at 
present. 

Establishment of a government sec- 
ondary mortgage market to purchase 
mortgages from the original lenders. 
The report recommended liquidating 
the present secondary home mortgage 
market in the RFC and setting up a 
new government secondary market for 
a two-year period in the housing 
agency. 

Extension and broadening of financ- 
ing aids for prefabricated home manu- 
facturers. 

A program of yield insurance to 
stimulate greater production of rental 
housing under which investors would 
be guaranteed a return of 234 per cent 
on outstanding investments in large 
rental projects. It urged that while 
the government guarantee this mini- 
mum, schedules should be fixed by 
FHA so as actually to return the in- 
vestor from 3% to 5 per cent. 

The public housing program recom- 
mended by the committee would 
provide for a maximum of 500,000 
units of low-rent public housing for 
families of low income over the next 
five years. 

The slum clearance program visu- 
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FIELD 
WAREHOUSING 


Warehouse Receipt Loans 
Against Inventory — 





. . . 60 different businesses show medians of 51% to 
111% as ratio of inventory to working capital. Con- 
trolled lending in many cases requires control of 
inventory. Our Field Warehouse Service gives you 
inventory control . . . exact information of the kind, 
age, condition, value and quantity of each item of 
inventory, and in addition all of the protection 
associated with public warehousing . . . right on 
your customer’s own premises. 


* 


OPERATING OFFICES 


Royal Bldg., Albany 1, Ga. * Healey Bidg., Atlanta 3, Ga. * 60 State St., Boston 9, Mass. 
Rand Bidg., Buffalo 3, N. Y. + Liberty Life Bldg., Charlotte 2, N. C. * 120 So. LaSalle St., 
Chicago 3, Ill. > 1314 Wood St., Dallas 1, Texas * National Bank Bidg., Detroit, Mich. 
Roosevelt Bldg., Indianapolis, Ind. * 121 W. Forsyth St., Jacksonville 2, Fla. « First 
Natl. Bank Bidg., Memphis 3, Tenn. * 16 South Broad St., Philadelphia 2, Pa. * Key- 
stone Bidg., Pittsburgh 22, Pa. * 8th & Locust Sts., St. Paul 1, Minn. * 222 Spring St., 
Shreveport 69, La. * Hills Bldg., Syracuse 2, N. Y. 


New York Terminal Warehouse Company 
25 SOUTH WILLIAM ST., NEW YORK 4, N. Y. 
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A real. 
California 
Welcome 








You can assure your customers of a warm, friendly, 


helpful welcome at Security when they come to 
California. We take genuine pleasure in serving them. 
Just the way you do. 

If a banking connection in Southern California 
would be of value to your bank, we invite you to 


Open your account with us. 


Resources over 12 billions 


ECURITY-FIRST 


126 offices and branches 


24 hour Transit Service 


NATIONAL BANK 


OF LOS ANGELES 


FOUNDED 1875 





HEAD OFFICE: 6th & Spring Streets, Los Angeles 54, Californias Phone MUTUAL 0211 
MEMBER FEDERAL RESERVE SYSTEM * MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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alizes $1 billion in Federal loans over 
the next five years, repayable with 
interest, and $500 million in Federal 
subsidy commitments at the rate of 
$100,000,000 a year. Localities would 
participate by putting up $1 for every 
$7 of Federal funds. 

The Joint Report was prepared by 
Senator Ralph E. Flanders. Opposi- 
tion to the public housing feature has 
already been expressed by Senator 
Joseph R. McCarthy. Senator Charles 
W. Tobey, head of the Senate and 
Banking Currency Committee, has 
stated that his group will take a care- 
ful look at the new measure and per- 
haps offer part of it as an amendment 
to the Taft-Wagner-Ellender bill. 

Mr. Tobey said he had talked about 
this to Senator Robert A. Taft, chair- 
man of the Republican Policy Com- 
mittee, and that Senator Taft had 
approved the plan. The Ohioan said 
he is determined to get a housing bill 
through Congress this session. 
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Treasury Policy 


Fiscal experts here believe that there 
is a distinct possibility that the Treas- 
ury will again raise interest rates on 
certificates of indebtedness from the 
current rate of 14% per cent to 14% per 
cent. 

It is not expected that the April 1 
maturity will be raised to 1% per 
cent by the corresponding exchange 
offer. However, there is a good possi- 
bility that this will be done with the 
May 1 maturity. 

Secretary of the Treasury John W. 
Snyder believes that the multi-billion 
dollar surplus, which already has 
passed the $5,000,000,000 level and 
may hit $8,000,000,000 by June 30, 
1948, the close of the fiscal year, should 
be applied to debt reduction. 

Mr. Snyder, however, cautions 
against too large a drop in the debt 
and agrees with Mr. Dodge, A. B. A. 
president, that this should be done 
gradually so as not to be too de- 
flationary. 

One of the major factors in the 
entire picture is what the Treasury 
will do with the $3,062,000,000 134 per 
cent maturity of June 15. In order to 
save interest it may elect to retire the 
entire issue. 
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RFC Extension 


A Subcommittee of the Senate Bank- 
ing and Currency Committee has 
recommended the extension of the 
Reconstruction Finance Corporation 
from June 30, 1948, to June 30, 1960, 
but with limited powers of operation 
and a substantial cut in capital stock. 

The subcommittee headed by Sena- 
tor C. Douglas Buck (R., Del.) said 
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Soil Must Be Productive 








International Harvester has long subscribed to 
the principle that if there is to be a “tomorrow” for 
both agriculture and industry, soil conservation 
practices must be carried out today. 


To promote this modern farming, the company 
last fall held the fourth and fifth of a nation-wide series : ‘on 
of In-Service Training Courses on farm machinery . Seder: the ors — 
for Soil Conservation Service personnel. They were 
staged in Region Five, Lincoln, Nebr., and 
Region One, Hershey, Pa. 


Thousands of soil conservationists, agronomists, 
county agents, farmers and farm equipment dealers 
attended these meetings to watch machines fight “land 
on the move.” The accompanying illustrations show 
how problems of terrace-building, gully control and 
retaining of top soils, among others, were mastered. 


These men, supported by International Harvester and 


P Trac 
che IH Dealer in your home town, form an army With 
° ° . Wi; 
that is waging a great peace-time battle: the conserva- th a Me ries nage g; 
_ . er; cer, ° itch 
tion of the land, our greatest heritage. We encourage *'"g Wo.g 7S Proj ae 
Tractor» t Was One | 

° ° ° ® or SUpply; °arrieg na hurr 

everyone who daily lives and works with American YG Powe, °Vt at Linco) 4 


farmers to assist in the program of soil and 
water conservation. 


If the farmer is to prosper—and with him, the rest 
of the nation—soil must be made and kept productive! 


INTERNATIONAL 
wanvestee 


Want to know more about soil con- 
servation? Then write for this FREE 
booklet titled ‘Let's Practice Soil Con- 
servation.” Address Consumer Rela- 
tions Dept., International Harvester 
Company, 180 N. Michigan Avenue, 
Chicago 1, Illinois. 
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that by that time Congress will decide 
whether the RFC should be granted 
perpetual operation under its limited 
powers. 

Principal amendments to the RFC 
act of 1932 are: 

1. Capital stock of the corporation 
is reduced from $325,000,000 to $100,- 
000,000. A new provision requires 
RFC to pay to the Treasury each year 
as a dividend the amount by which 
its accumulated net income exceeds 





are extended to June 30, 1950, to 
make their terms of office co-extensive 
with the corporation’s fiscal year. 

3. The phrase “to encourage small 
business” is added. A new provision 
is added which restores to RFC the 
authority to buy the preferred stock 
of banks and insurance companies on 
certification of the Secretary of the 
Treasury that funds are needed by 
such corporations for capital purposes. 

4. Subsection (a) 3, which author- 











$50,000,000. 

2. The office of director of the cor- 
poration is made a full-time job. In 
addition, the terms of present directors 


izes the corporation to make loans to 
aid in financing public projects, is 
amended to permit the extension of 
aid to States as well as to municipali- 
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Ruggedness and all-round “‘go”’ are coupled 
i f fuel economies in MM _ Visionlined 
Tractors to assure reserve power and out- 
standing performance under all field and 
weather conditions. From the famed MM 
Visionlined ‘‘foursome’’—the models R, U, 
Z and GTB—choose the power-packed 
tractor engineered for your particular farm 
needs! Special features include: fewer parts 
and greater accessibility; anti-friction sealed 
transmissions with precision-cut, heat-treated, 
alloy steel gears; high turbulence type cylinder 
heads; force-feed lubrication systems. ‘‘Quick- 
—Quick-Off” tools for all MM Visionlined 
Tractors offer greater utility and real economy. 
Safe, dependable MM Visionlined Tractors 
mean time saved and more profits on all your 
farm power-jobs—all the year round! No mat- 
_ter how tough the job, there’s an MM Tractor 


for better and easier farming . . . ready to give 
you that profitable teamwork of MM Tractors 
and MM Mopern MACHINES. 





MINNEAPOLIS-MOLINE POWER IMPLEMENT COMPANY 


MINNEAPOLIS 1, MINNESOTA 











ties and subdivisions of States as is 
presently provided in the section. 

5. A new section limits RFC’s de- 
ferred participations to 65 per cent in 
loans of .$100,000 and under, and to 
50 per cent in loans over $100,000. 

6. Subsection (c) reduces the maxi- 
mum amount which the corporation 
may have outstanding at any one 
time in loans under the 1947 act from 
$2,000,000,000 to $1,000,000,000. 

7. The Federal National Mortgage 
Association is dissolved into the RFC. 
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Security Loan Drive 


*““America’s Security is Your Secu- 
rity,” is the keynote to the new savings 
bond drive which the Treasury De- 
partment is launching April 15 in an 
effort to get 1,000,000 people to sub- 
scribe to the “bond-a-month” plan. 

Substantial progress is being made 
in that direction. As of January 1, 
1948, there were 500,000 bond-a- 
month subscribers and at the end of 
February the total had risen to 600,- 
000. By July 1, 1948, the Savings 
Bond Division expects to hit the 
1,000,000 total and the final aim is 
2,000,000 subscribers by July 1, 1949. 
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Export-Import Bank 


Details are being worked out be- 
tween the Export-Import Bank of 
Washington, occupation authorities in 
Japan and private commercial banks 
for a $60,000,000 cotton loan to the 
Japanese Government. The Export- 
Import Bank participation will total 
$29,000,000 and the balance will be 
taken up by the commercial banks. 

While the Japanese negotiations 
were under way the Export-Import 
Bank announced that it and seven 
commercial banks had made available 
to Belgium $50,000,000 through the 
purchase from the Banque Nationale 
de Belgique of obligations of the 
Government of Belgium uncondition- 
ally endorsed by the Belgium bank. 

The seven commercial banks which 
participated with the Export-Import 
Bank in the transaction are: The 
Chase National Bank of New York, 
Guaranty Trust Company of New 
York, The National City Bank of New 
York, Bank of America National Trust 
and Savings Association, J. P. Morgan 
& Co., Inc., The Philadelphia National 
Bank, and The First National Bank 
of Chicago. 

The obligations purchased were in 
the form of negotiable promissory 
notes which bear interest:at the rate 
of 3% per cent annually and mature 
in equal semiannual installments over 
a period of five years, beginning 
September 15, 1948, and ending Sep- 
tember 15, 1953. 
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He’s counting The Pennsylvania Company offices! 


He'll find they add up to 18, covering all sections of 
America’s third largest trading area — Philadelphia. 

To our Correspondent Banks, this means per- 
sonal representation in every part of Philadelphia— 
industrial, business, residential and suburban. When 
you join our Correspondent family you automati- 
cally “open” 18 offices here. 

You'll find the relationship a friendly and pleasant 
one, too. And you'll be welcome to draw on the 
specialized experience of all our departments — 
both in banking and trusts —to solve any problem, 


from the dispatch of routine business to handling 
the biggest loans. 


You'll like the speed of our 24-hour-a-day service 
on transit items, our heavy use of air mail for check 
collections, the special consideration we give your 
banking affairs. Drop us a line at our 15th and 
Chestnut Streets office and we'll tell you more about 
the ways we can help you. Or, better still, stop in 
and see us next time you're in town. We like to have 
our Correspondents use our offices as their own 
while they’re here. 


THE 
PENNSYLVANIA 
COMPANY 


for Banking and Trusts 


FOUNDED 1812 


MEMBER FEDERAL RESERVE SYSTEM © FEDERAL DEPOSIT INSURANCE CORPORATION 
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BALANCE SHEET 


December 31, 1947 


ADMITTED ASSETS 


Cash in Office, Banks and Trust ae , 


United States Government Bonds 
Other Bonds and Stocks 


Investments in Associated Companies" 


Real Estate 


Agents’ Balances, Lest Than 90 Days Due 
Reinsurance Recoverable on Paid Losses . 


Other Admitted Assets 


LIABILITIES 


Total Admitted Assets 


Reserve for Unearned Premiums 


Reserve for Losses 
Reserve for Taxes . 





Liabilities Under Contracts with War r Shipping 1 Administration . 


Reinsurance Reserves 


Other Liabilities 


Capital 
Surplus 


Total Liabilities rn Capital 


Surplus as Regards Policyholders 


Total 


$15,000,000.00 
. 51,682,087.86 





$ 26,330,163.87 
59,492,297.55 
64,539,027.59 
24,963,562.47 
3,984,382.15 
9,904,935.42 
2,796,195.95 
1,886,092.82 





$193,896,657.82 


$ 91,473,696.00 
23,904,922.00 
3,720,000.00 
3,718,542.91 
1,650,557.00 
2,746,852.05 





$127,214,569.96 


66,682,087.86 





$193,896,657.82 


NOTES: Bonds carried at $5,391,045.38 amortized value and cash $50,000.00 in the above statement 


are deposited as required by law. All securities have been valued in accordance with the requirements 
of the National Association of Insurance Commissioners. 


Canadian Assets and Liabilities have been adjusted to the basis of the free rate of exchange. 





Lewis L. CLarKe 
Banker 
Cuaries G. MEYER 
The Cord Meyer Company 
WituraM L. DeBost 
Chairman, 
Union Dime Savings Bank 
Eowin A. BayYLes 
Dennis, Mass. 


Rospert Goeet 
Real Estate 
Georce McANENY 


Vice Chairman, 
Executive Committee, 


Title Guarantee & Trust Co. 


DIRECTORS 


Gorpon S. RENTSCHLER 
Chairman of the Board, 
National City Bank of New York 








Guy Cary 
Lawyer 

Haro tp V. SmitH 
President 

Harvey D. Gipson 
President, 


Manufacturers Trust Company 
FreperRIcK B. ADAMS 

Chairman of the Board, 

Atlantic Coast Line Railroad Co. 


Rosert W. Dow Linc 
President, City Investing Co. 
Georce Gunpb 
President, Cleveland Trust Co. 


Haro.tp H. HeELm 


President, 


Chemical Bank & Trust Co. 
CuHarves A. LoucHin 


Vice President & General Counsel 
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* HOWARD C. SHEPERD 











W. RANDOLPH BURGESS 








WILLIAM GAGE BRADY, Jr. 


Top trio at The National City Bank of New York includes a new member 


After a long climb up the ladder, 
Howard C. Sheperd at 53 has 
reached a top rung, the presidency 
of The National City Bank of New 
York, second largest bank in the 
country. 

His appointment as president and 
director was part of a _ three-way 
executive shift occasioned by the 
death of Gordon S. Rentschler, 
62, chairman of the board, who suc- 
cumbed to a heart attack March 3 
while on a holiday in Cuba. 

William Gage Brady, Jr., 60, 
formerly president, has succeeded 
Mr. Rentschler as board chairman. 
W. Randolph Burgess, 58, vice- 
chairman of the board, has - been 
appointed to the newly created office 
of chairman of the executive com- 
mittee. Mr. Burgess has also been 
named board chairman of the affili- 
ated City Bank Farmers Trust Com- 
pany, and Mr. Brady has been 
elected a member of the board. 

Mr. Sheperd’s story is the familiar 
one of a small town boy who came 
to New York to seek fame and for- 
tune. Born in Vincennes, Indiana, 
he entered National City Bank’s 
college training class following gradu- 
ation from DePauw University in 
1916, and he has spent his entire 
banking career with the National 
City organization. Eventually be- 
coming a vice-president in 1929 he 
was assigned to the supervision of 
the European District. In 1940 he 
was appointed senior vice-president 
in charge of the New York City and 
domestic branches. 

Mr. Brady, president of the bank 
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since 1940, likewise ascended through 
the ranks after entering the foreign 
department in 1915. Like so many 
National City executives, he is ex- 
perienced in both overseas and do- 
mestic operations. 

Recognized as a foremost econ- 
omist among top bank officers, Mr. 
Burgess has been vice-chairman of 
National City since 1938, after a 
distinguished career with the Federal 
Reserve Bank of New York. He 
was president of the New York State 
Bankers Association in 1940-41, and 
of the American Bankers Association 
in 1944-45. 
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A West Coast utilities executive, 
C. O. G. Miller, has been named 
chairman of the board, American 


Combines utilities and banking 


Cc. O. G. MILLER 





Trust Company, San Francisco, fol- 
lowing the death of John D. McKee 
at the age of 82. 

Mr. Miller is chairman of the board 
of Pacific Lighting Corporation. His 
family has long been associated with 
California banking. In 1900 Mr. 
Miller succeeded his father as a direc- 
tor of the San Francisco Savings 
Union, first corporation organized 
under any banking act in California, 
and he has served as a director of its 
successor banks since that time. 
Mr. Miller’s son, Robert W. Miller, 
has been a director of American 
Trust Company for the past 20 years. 

Mr. McKee, a banker in San 
Francisco for nearly half a century, 
had been chairman of American 
Trust since it was formed by con- 
solidation in 1927. 


* 


Along with broad changes in the 
board of directors, Paul Bestor has 
been named president, Trust Co. of 
New Jersey, Jersey City, following 
a request by Joseph G. Parr that 
he be relieved of the duties of the 
office after serving since 1934. 

Mr. Bestor retired last fall from a 
vice-presidency with the Prudential 
Insurance Co. of America, where he 
was in charge of mortgage loans and 
real estate investments. 

He also has a broad background 
of public service. He was president 
of the Federal Land Bank of St. 
Louis from 1922-29 and of the 
Federal Intermediate Credit Bank, 
St. Louis, from 1923-29. In 1929 he 
became farm loan commissioner of 
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Are your letterheads merely 
messengers ... or are they business 

emissaries— conveying your words with all the 

dignity and impressiveness that you yourself would give 

them? So many important people judge you by your 

letterhead —why risk a poor public opinion? Especially when, so 
often, it costs no more to use WESTON paper—truly fine 

cotton fibre bond papers of the highest quality. Ask your 

supplier to run the next batch of letterheads on WESTON paper. 


Admire the difference. You'll insist on WESTON quality —always! 

















the Federal Farm Loan Board, and 
subsequently was made the first 
land bank commissioner under the 
Farm Credit Administration. 


* 


There have been several top flight 
promotions at Bank of America. 

R. P. A. Everard, who has been 
vice-president and cashier since 1941, 
has been named 
assistant to Presi- 
dent L. M. Gian- 
nini. He began 
his career with 
the bank as a 
bookkeeper. P. C, 
Read, chief in- 
spector and audi- 
tor since 1934, 
succeeds Mr. Ever- 
R. P. A. EVERARD ard as vice-presi- 

dent and cashier. 
H. A. Leif, heretofore assistant chief 
inspector in charge of the bank’s 
inspection and auditing force in 
Southern California, succeeds Mr. 
Read as chief inspector and auditor. 
All three officers will make their 
headquarters at the San Francisco 
head office. 

C. H. Baumbhefner, formerly 
assistant chief inspector in San 
Francisco, advances to succeed Mr. 
Leif, with headquarters in Los 
Angeles. 








* 


Promotions to vice-president rank 
have come to three officers of the 
Bank of New York. They are: 
James S. McAlister, Jr., in charge 
of the bank’s Southern territory; 
Louis C. Owens, Jr., in charge of 
the New :England territory; and 
Alfred C. Stousland, who now 
heads the foreign department. 

There are also three new assistant 
vice-presidents: Earl G. Holmes 
and Harvey E. Mole, Jr., both in- 
vestment officers, and LeRoy Clark, 
Jr., of the bank’s Madison Avenue 
office. 


* 


James C. Shelor, widely known 
in banking and legal circles for his 
many activities, 
has been elected a 
vice-president and 
director of The 
Fulton National 
Bank of Atlanta, 
and will be associ- 
ated with its pub- 
lic relations and 
business develop- 
ment program. 

J. C. SHELOR He formerly was a 

vice-president of 
the Trust Company of Georgia, and 
has been in Atlanta banking for 
19 years. He is chairman of the 
Research Council and a member of 
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the Trust Policies Committee of the 
A. B. A. 


> 


James N. Land has been elected 
a vice-president of the Mellon Na- 
tional Bank and Trust Company, 
Pittsburgh. He was vice-president 
of the former Mellon Securities 
Corporation, which merged with the 
First Boston Corporation. 


SJ 


One of the Pacific Northwest’s 
foremost bank operating men, 
Ronald A. Macdonald, has been 
mude vice-presi- 
dent in charge of 
operations at 
the National Bank 
of Commerce, Se- 
attle. He was for- 
merly cashier of 
the National Bank 
of Washington, 
Tacoma, supervis- 
ing personnel and 
branch operation. 
He is a past presi- 
dent of the Puget Sound Conference 
of the National Association of Bank 
Auditors and Comptrollers, and is 
chairman of the personnel and educa- 
tion committee of the Washington 
Bankers Association. 

Advancements have come to M. J. 
Santi, credit manager, and John H. 
McGraw, credit department mem- 
ber, both elected assistant cashiers. 
Sheridan P. Gallagher is the new 
credit department manager. 


o 





R. A. MACDONALD 


The accompanying: view shows 
James B. Forgan, vice-chairman, 





V. JANKOSKI 


J. B. FORGAN 


The First National Bank of Chicago, 
presenting to Victor Jankoski, 
president, Chicago A. I. B. Chapter, 
a new trophy for the famous ‘“‘Bank- 
er’s Mile’”’ track race, now a feature 
event in the Chicago relays. 

The Banker’s Mile was instituted 
by the Chicago Chapter in 1922 and 
soon attracted the leading ‘‘milers’’ 
of the country. The new trophy 
replaces the Melvin A. Traylor 





trophy, placed in competition by the 
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These machines are widely 
used by banks and many 


other businesses because of 
their 





e SPEED 
© ACCURACY 
© DURABILITY 


BRANDT AUTOMATIC CASHIER CO. 


WATERTOWN, WISCONSIN 





Please send complete information regarding USE THIS COUPON 
C) BRANDT COIN COUNTERS and PACKAGERS 


C) BRANDT COIN SORTERS and COUNTERS 











Also send information regarding the following aeeh stay 
BRANDT products: 
(CO Automatic Cashiers (Coin Paying Machines) oy 
C) Coin Storage Trays Address 
(1 Coin Wrappers and Bill Straps City Zone State 
B-4 


**BRANDT"’ and ‘‘CASHIER’’ registered United States Patent Office and Canadian Trade Marks Office 
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HOW 10 ELIMINATE 
CROWDED LOBBIES 





Speed Up Your Check Cashing 
with This Proved System 
Crowded lobbies cost you money. 


But there’s a way to do away with 
them. It’s the proved Fas-Cash System 
which enables one teller to do the 
work of two. 


This proved method of speeding 
check-cashing also solves your Satur- 
day-closing problem... makes it pos- 
sible for you to do 514 days work in 5. 


Doubles Check-Cashing Capacity 
What the Fas-Cash System has done 
for other banks, it can do for yours. 
You can cash checks in as little as 
five seconds ...cash up to 400 an hour. 
Waiting lines will move more than 
twice as fast. Customers will appre- 
ciate your fast, efficient service. 


/ - 
FREE: | (f 








“A Proved Way to 
Cash Checks Twice = — 
as Fast” Sees 
Illustrated folder ex- 
lains how the Fas- 
ash System will 
solve your Saturday 
closing problem. 
Send coupon below. 





FAS-CASH SYSTEM, INCORPORATED 
Dept. BU-4, 112 Madison Avenue 
Detroit 26, Michigan 


Yes ... we want to improve customer service. 


with free illustrated folder. 


Name 





Bank 





Address 
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late Melvin A. Traylor, and won 
permanently by Gill Dodds last year. 
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The Valley National Bank of 
Phoenix, Arizona, has elected Louis 
G. Galland, for- 
mer manager of 
the joint office of 
the Arizona 
Farmers Produc- 
tion Credit Associ- 
ation and the 
Phoenix National 
Farm Loan Associ- 






















Rush details about the Fas-Cash System, together | 


ation, to vice- 
president in charge 
of the bank’s agri- 
cultural and live- 
stock loans department. Mr. Gal- 
land succeeds the late L. W. Fletcher, 
vice-president. 


L. G. GALLAND 


Sd 


In Cincinnati, The Lincoln Na- 
tional Bank has announced the 
appointment of Robert J. Barth as 
vice-president and A. F. Muething 
as cashier. Mr. Barth joined the 
bank’s business development depart- 
ment in 1945 and was elected assist- 
ant vice-president in 1946. Mr. 
Muething, with the bank since 1910, 
has been assistant cashier since 1939. 
J. R. Gibson, Jr., has been ap- 
pointed assistant vice-president and 
Guido Gores an assistant trust 
officer. 

S 


In the news notice last month 
involving Stanley D. Hart and 


T. C. BRANDEIS, Jr. 


T. C. Brandeis, Jr., of Douglas- 
Guardian Warehouse Corporation, 
the pictures were wrongly identified. 
This is herewith corrected. Mr. Hart 
is now special assistant to the presi- 
dent, New Orleans, and the New 
York office is headed by Mr. Bran- 
deis. 
o 


There have been several promo- 
tions recently at the Hamilton Na- 
tional Bank in Knoxville, Tennessee. 
C. G. Foster and Harry M. Nacey, 
Jr., have been advanced from assist- 
ant vice-presidents to vice-presidents, 
Roy Cox has been promoted from 
assistant cashier to assistant vice- 
president, and H. K. Williams, for- 





mer assistant auditor and head book- 
keeper, has been elected to the office 
of assistant cashier. 


s 


W. Donald White has been elected 
assistant vice- 
president of the 
Republic Na- 
tional Bank in 
Dallas, Texas. 
Mr. White has 
been a member of 
the bank’s credit 
department 
since 1942 and is 
now engaged in 
special credit 
analysis work 
and in making forecasts of industrial 
conditions. 





W. D. WHITE 


o 


Lloyd B. Hatcher, representative 
in New York for the investment 
department of the 
Trust Company 
of Georgia, 
Atlanta, has been 
promoted from as- 
sistant vice- 
president to vice- 
president of the 
company. Mr. 
Hatcher will con- 
tinue at the New 
York office repre- 
senting the Trust 
Company of Georgia in its under- 
writing and distribution of munici- 
pal, state and U. S. Government 
securities. 














L. B. HATCHER 


° 


The following series of shifts and 
promotions have been made by the 
Federal Reserve Bank of Dallas: 
C. M. Rowland, assistant cashier, 
now vice-president in charge of the 
El Paso branch, succeeding Mac C. 
Smyth, transferred to Dallas; W. D. 
Waller, cashier, Houston branch, 
elected assistant cashier and assigned 
to the Dallas office; H. K. Davis, 
cashier, San Antonio, named cashier 
at Houston; Alfred E. Mundt, 
assistant cashier, named cashier of 
San Antonio branch; and F. C. 
Magee, manager, loan and service 
department, San Antonio, elected 
assistant cashier. 
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The new Loop National Bank 
opened in Mobile, Alabama, on 
March 17 with E. B. Peebles as 
president. Officers besides Mr. Peeb- 
les are Z. H. McKinley, vice-presi- 
dent; J. Marshall Marriott, cash- 
ier, who was formerly assistant 
cashier of the Merchants National 
Bank of Mobile; and Ben W. Riall, 
assistant cashier. 
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Mr. Banker: 


THIS ADVERTISEMENT [> 
will reach businessmen all over the 
country through the well-read pages 
of Business Week, Nation's Business, 
Dun’s Review and other publications. 


Its message has an important 
meaning for bank executives and 
trust officers responsible for granting 
loans. No businessman can fulfill his 
obligations to you if unexpected 
disaster causes him a large financial 
setback. That’s why the right kind of 
insurance in the proper amounts is 
essential. Hartford's Machinery In- 
ventory booklet helps businessmen 
correctly appraise their equipment 
and provide adequate insurance— 
a protection that works for borrower 
and bank alike. 


April, 1948 











Do you know the actual cash 
value of your machinery P 


Probably not... unless you’ve had an appraisal made lately. 


Yet, it’s important to weigh and record these values peri- 
odically (1) so that you will know what is adequate insurance 
protection for your machinery investment and (2) so that you 
will have the information, in the event of a disaster, to present 
in support of a claim. Such information is required by all in- 
surance companies. Look at your policy! 


The Hartford has just produced a machinery inventory 
form which helps you to develop actual cash values. This book- 
let, entitled ““Your Machinery and its Actual Cash Value,” 
shows how to estimate your machinery dollars correctly for 
insurance purposes. 


Book” values are not actual cash values!” 


Charging off a fixed percentage (based on the supposed use- 
ful life of a machine) to depreciation year after year... will 
not show the machine’s actual cash value, Actual cash value 
may be estimated by determining the replacement cost of the 
identical model, installed today... minus a percentage of de- 
preciation due to condition and obsolescence. 


In most cases, the actual cash value of a machine is consid- 
erably higher than its “book” value. That’s why, to avoid 
underinsurance .. . and perhaps a large financial setback, it’s 
vitally important to insure your actual cash values. 


Weigh your values carefully! Send the coupon below for the 
booklet “Your Machinery and its Actual Cash Value.” A copy 
will be sent without obligation to any machine owner request- 
ing it. For insurance advice, see your Hartford agent or broker. 


HARTFORD FIRE INSURANCE COMPANY 
HARTFORD ACCIDENT AND INDEMNITY COMPANY 
HARTFORD LIVE STOCK INSURANCE COMPANY | 





Writing practically all forms of insurance except personal lite mm 
Hartford 15, Connecticut ote. : 


HARTFORD FIRE INSURANCE COMPANY 
Hartford 15, Conn, 











| Please send free copy of “Your Machinery and its Actual Cash Value.”’ 
] NAME 
| FIRM NAME 
| ADDRESS 
CITY. STATE 
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Put Your Money 


on High Producers 
pea Ses: 


@ When Gold Dust 8684 won a national grand cham- 


ionship and sold for a record price of $2750, it was not 
High-producing pasture from wild land, or ; hi P ill Neill foe hi P , H ’ b h 
from wornout permanent pasture as shown of ss ooks, nor tor his Own wool. Fie was bought 
here, is secured by proper tillage, reseeding, for blood to bring better lambs into a big flock, to pro- 


and fertilizing. Built for such tillage is the uce hich volume and value in fine fi 
Case Brushland Harrow. Its big heat-treated duce high volume usp cage iy pater ter 








ee oe ee oe 


ee 


blades roll over small stumps and stones Actually more important than production per animal 
without delay or damage. It cuts through _is production per man. Good animals increase the return 

roots and saplings, works brush and trash — fg. eyery man-hour, not only in tending the flock but in 

: into the soil. With speed of a harrow, and : : 
almost the penetration of a plow, it is an | gtowing feed. In the same way, modern farm machines 


ideal implement for pasture renovation. multiply the acreage of crops a man can grow, the amount 


he can make them yield in wool, meat, milk or money. 

As farming becomes more mechanized and machinery 
is built in greater amount, financing its sale will become 
bigger business. Already it is recognized as desirable busi- 
ness, especially for equipment with the ENDURANCE 
built into Case machines. This company and its dealers 
believe it is business that rightfully belongs to local banks. 
J. I. Case Co., Racine, Wis. 
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CANADIAN BANKING 








Canadian Government Bonds 


The Bank of Canada on February 27 
lowered its support price for the second 
lime since the beginning of 1948 on 
Canadian Victory Bonds, in keeping 
with higher interest rates. After the 
second drop the bonds dropped to par 
or a little above or below, having 
leveled off to about $102 after the 
first support lowering. 

In a statement the Bank of Canada 
reported that “the changes in market 
prices for Canadian Government bonds 
during the past few months have 
brought the yield on the longest-dated 
issues to slightly less than 3 per cent, 
the rate of interest at which Canadian 
Government bonds were issued during 
the war years. Interest rates on other 
high-grade securities have also risen, 
and to a somewhat greater degree. 
This has occurred during a period of 
very large capital investment and a 
correspondingly large demand for 
money which has been borrowed in 
this connection. The Bank of Canada 
does not regard the increase in rates 
of interest which has taken place as 
one of the most important factors in 
combatting a general rise in price 
levels. The bank is not in favor of a 
drastic increase in interest rates which 
would be likely to create a situation 
that might hamper essential forms of 
capital investment which Canada needs 
and which it is desirable should be 
proceeded with.” 

* e e 


Personnel 


P. J. Hanley has been appointed 
assistant general manager of the Bank 
of Toronto, with 
headquarters at 
Toronto. Like 
practically all 
top Canadian 
bank executives 
he started as 
a junior at Coll- 
ingwood, Ont., 
branch of the 
Bank of Toronto, 
and was posted 
to various Ontar- 
io branches 
and Winnipeg, before being appointed 
supervisor at the head office in 1931, 
chief supervisor in 1938, and general 
superintendent in 1943, from which 
post he was promoted to that .of 
assistant general manager. 


P. J. HANLEY 


April, 1948 


By JAMES MONTAGNES 


L. J. Trottier has been appointed 
assistant general manager of the Pro- 
vincial Bank of 
Canada, with 
headquarters at 
Montreal. He 
has been secre- 
tary of the bank 
for the past year, 
and came to the 
Provincial Bank 
from the General 
Trust of Canada, 
Montreal. Dur- 
ing the war he 
was chairman 
of Canada’s Unemployment Insurance 
Commission at Ottawa. 

Leslie Lorne Sinclair, assistant man- 














L. J. TROTTIER 





Cc. G. DUNNING L. L. SINCLAIR 


ager of the main Toronto branch of the 
Bank of Montreal, for the past two 





years, has been appointed superintend- 
ent of branches for Alberta for the. 
Bank of Montreal, succeeding C. G. 
Dunning. Mr. Sinclair joined the bank 
in 1909 and saw considerable service 
in Alberta before becoming an officer 
of the New York agency. Mr. Dunn- 
ing has had 44 years with the bank, 
all in Western Canada. 

A. Roy Courtice has been appointed 
assistant general manager of the To- 
ronto General Trusts Corporation. He 
joined the com- 
pany in 1928, 
and was presi- 
dent of the Trust 
Companies As- 
sociation of On- 
tario in 1945. 
H. Basil Morphy 
has been ap- 
pointed. secre- 
tary of the To- 
ronto General 
Trusts and is 
succeeded as 
superintendent of the stock and bond 
department by Gordon F. McKit- 
terick. 

* . * 





A. R. COURTICE 


New Counter Design 


The Bank of Montreal has designed 
a new type counter line which is being 


Teller’s space at Bank of Montreal has interchangeable sections 
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Canada’s first commercial tellers’ machines, at Canadian Bank 


of Commerce ; 
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Eyes on the West! 


California, Oregon, Washington! No other 
American area ever has shown such a popula- 
tion increase in so short a time. No other 
American area has shown such a rapid increase 
in number of new post-war business concerns. 


Nor are these increases temporary! New people 
come to the Pacific Coast — by the thousands, 
each month. New enterprises open their doors 
— by the hundreds, each month. Each supports 
the other: jobs for people; people for jobs. And 
demanding markets are near to support both— 
domestic markets and foreign markets. 


Effective coastwide service is extended by this 
Bank to businesses now here and to those with 
their eyes on the West. Our closely integrated 
services and information facilities constitute a 
Pacific Coast banking connection that is at once 
local and area-wide. 


‘THE BANK OF 
CALIFORNIA 


NATIONAL ASSOCIATION 
Incorporated in 1864 


SAN FRANCISCO, CALIFORNIA 
PORTLAND, OREGON 
SEATTLE AND TACOMA, WASHINGTON 


Member Federal Depesit Insurance Corporation 








used for the first time in Canada in the 
newly remodeled branch at Christopher 
Columbus Street and Mount Royal 
Avenue, Montreal. The counter incor- 
porates principles of time and motion 
economy. It is to be used extensively 
by the bank at its various branches 
throughout Canada. 

The simplified counter is made up 
of three interchangeable sections, and 
is designed for savings tellers, com- 
mercial tellers and ledger keepers in 
the small branches of the bank. The 
addition of a new teller’s wicket, an 
operation formerly involving a major 
rearrangement of the office space, can 
now be accomplished simply by sub- 
stituting a teller’s section for a ledger 
section in the counter. Because of the 
ease with which these sections can be 
moved and set up where required, this 
type of counter will be particularly con- 
venient at temporary bank branches. 

The counter is of wooden construc- 
tion, with linoleum top. There is a 
wood grille with space below it 
through which customers pass money 
and papers. Immediately in front of 
the teller is a money drawer and just 
above under the top of the counter 
is a section for forms. On either side 
of the money drawer are other wooden 
drawers, all with locks, and below these 
are more drawers and a cupboard for 
money bundles. The cupboard has a 
slot in it for inserting bundles of bills 
without unlocking the cupboard door. 

In the first branch in which the new 
counter has been installed, Manager 
J. R. Cousineau reports the new 
arrangement gives 50 per cent more 
space for personnel. In addition to 
the increased working space, the re- 
designed counter is speeding up service 
by the handy arrangement of drawers 
and cupboards. 


7 ° ° 


First Canadian Teller 
Machines 


The first battery of commercial 
teller machines in a Canadian bank 
went into operation early in March at 
Toronto, at the City Hall branch of the 
Canadian Bank of Commerce. As 
illustrated above, three teller machines 
are in operation in the current ac- 
counts section. 

The branch has been enlarged and 
remodeled. The savings and bookkeep- 
ing departments have been moved to 
another section of the ground floor 
and what was formerly the entire 
branch now houses only the current 
accounts section, the accountant’s and 
manager’s Offices. Three tellers look 
after current accounts, and wickets 
are so arranged that there is space 
between two of them for ledger keepers 
to deal with the public, hand out state- 
ments, etc. Posting machines are 
located right behind the teller sections. 
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ee With McClintock Emergency Vault Ventilator 


An accidental lock-in can quickly convert your vault 
from a valuable asset to a fatal suffocation hazard. 


If your vault fails to provide emergency ventilation 
—correct this dangerous omission now with a 
McClintock Vault Ventilator. Call your Diebold 
representative today for details on these out- 
standing features: 


y= Forced draft ventilation... 


2 air ports—one to remove stale exhausted air . . . the 
other to provide large quantities of fresh air by means 
of a built-in automatic fan. 


y= Illumination within the vault... 


Continuously illuminated red light enables ventilator 
handle to be instantly located in dark vault. Two white 
lights provide illumination when ventilator is in use. 


i Voice communication to the outside... 


Air fan can be shut off from within the vault to allow 
conversation through the air ports to personnel on 
the outside. 


Installed in any existing or proposed 
vault... 


The McClintock Emergency Vault Ventilator is easily 
installed in vaults of any wall thickness. 


y Stronger than the vault wall itself. 


Highly recommended by bank vault engineers and 
insurance companies. 


For prices and particulars, write Diebold, Inc., 
1516 Fifth Street, S. W., Canton 2, Ohio 


BANK DIVISION 


Liebold 


Now includes 
YORK VAULTS e McCLINTOCK ALARMS 


BANK VAULT EQUIPMENT ¢ BURGLAR ALARMS e SAFES, CHESTS AND VAULT DOORS © MICROFILM ¢ ROTARY, VERTICAL AND VISIBLE FILING EQUIPMENT 


Backed by the world’s largest bank service organization. 
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Meet the man 
with PROFITABLE 
Ideas for Banks 


Your Todd representative gets around. So do 
the 300 others who cover the field for Todd. 
They trade experiences and contribute con- 
stantly to our central clearing house of money- 
making ideas for banks. 

For instance, currently, they can tell you 
how to use department stores as bank outlets; 
and about a new type of life insurance loan. 
Just clip the coupon below for complete infor- 
mation about our program of “‘spotting”’ and 
presenting new, money-making ideas to banks 


— including ways and means of converting 





present out-of-pocket check costs into profits. 


CLIP AND MAIL THIS COUPON NOW 







THE TODD COMPANY, Inc., Rochester 3, New York 


Please send me, without cost or obligation, information on your program 
of supplying banks with tested ideas for increasing profits. 








Name zs ee ane : mae . 
Title. e. ~ iar ee e ; * Bye" Nah enc soe te 
aks i. m et Pere wk ROCHESTER NEW YORK 
SALES OFFICES IN PRINCIPAL CITIES 
7 Se sila wre: __State 
BCH-4-48 DISTRIBUTORS THROUGHOUT THE WORLD 
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THE BOOKLET COUNTER 








New Booklets 


Your Path to Trust Profits ... 
Securing new trust business, according 
to this publication, follows a definite 
pattern. And in most cases the pro- 
cedure for securing the business can 








New business procedures 


be reduced to a workable formula. If 
the steps of the formula are followed 
carefully and thoroughly, new business 
must result. 

Published by a firm engaged in 
promoting new business for banks, the 
booklet analyzes data accumulated 
during the firm’s 16 years’ inspection 
of numerous trust departments’ new- 
business procedures. 


How to Meet the Press. . . This 
booklet was published with the aid of 
newspaper editors, reporters and public 
relations men to assist the division and 
local officials of a large corporation. 
It explains how every company official 
may help or hinder his organization’s 
public relations by his methods of 
dealing with the press. Along with a 
compilation of succinct ‘“do’s and 
don’ts,” the publication gives laymen 
a good idea of the manner in which 
newsgatherers sort and choose stories 
for publication. 


Will Making—the Chart of an 
Estate ... . Published by a large 
eastern trust company, this booklet 
embodies a worthwhile idea for the 
trust-promotion and trust-solicitation 
officer. It is more than the customary 
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These booklets are available upon 
request, free of charge or obligation, 
‘ under an arrangement whereby the- 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Second and Burroughs Avenues 
Detroit 32, Michigan 





promotional brochure on the advan- 
tages of sound will making. As the 
title implies, it leads the reader into 
the planning of his will, and provides 
instructions and space for calculation 
of his personal assets. When the 
potential trust client reaches the final 
cover of the 30-page booklet he has, 
in effect, analyzed his estate and 


begun to chart his own course toward . 


a sound will. 


Meeting the Special Problems 
of Small Business ... This is a 
study by The Research and Policy 
Committee of the C. E. D. It in- 
cludes a statement of national policy 
in relation to the 98 per cent of Ameri- 
can businesses which are considered 
‘“‘small.” In the 60-page booklet, infor- 
mation on the managemént of hun- 
dreds of successful and unsuccessful 
small businesses is pooled in such a 
manner that financial advisors, credit 
officers and others should find it 
valuable reading. 


Taxes and Profit Sharing Plans 
- . - This is a booklet for those who 
are confused by the term. “profit 
sharing” as defined by Federal law and 
Treasury Department rules, in com- 
parison with the term as loosely 
applied to cash bonus systems or in- 
centive plans. The 16-page publica- 
tion explains the U. S. Treasury- 
approved plans under which both em- 
ployers and employees are accorded 
favorable tax treatment. It covers 
phases of the subject under such head- 
ings as Social Security Provisions 
Recognized, How Unit Method Works, 
Provisions for Distribution, Termina- 
tion Rules Not as Strict, and Lump 
Sum Treated as Capital Gain. 


A Better Way to Finance Busi- 
ness ... A finance company with 
nationwide facilities explains its com- 
mercial credit ‘policies and methods in 


this publication. Essence of the book- 
let is brought out under the headings 
“Our Plan vs. Time Loans” and “Our 
Plan vs. Long Term Financing.” Case 
studies of credit transactions between 
the corporation and many businesses 
are presented, with actual figures used 
in each case. Financial officers will 
find interest in the booklet as a revela- 








Outstanding credit promotion 


tion of finance company methods and 
as an example of outstanding com- 
mercial credit promotion. 


Still Timely 


Functions of the Controller ... 
This is another of the valuable publica- 
tions produced by the Policyholders 
Service Bureau of the Metropolitan 
Life Insurance Company for executives 
of its group-insured organizations. A 
limited supply is available for other 
business executives. Recent changes 
in the controller’s function are ana- 
lyzed, along with the controller’s place 
in administrative organization, his 
relationship to company executives, 
governmental agencies and public ac- 
countants, and the general functions 
of the controller and the specific duties 
he is expected to perform. The posi-. 
tion of bank controller is covered. 


Railroad Quiz... This booklet 
answers the 400 questions most fre- 
quently asked about railroads and 
railroading. Its 65 pages are packed 
with source material for all who can 
use railroad facts. 
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COURT DECISIONS 


By CHARLES R. ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the 
District of Columbia 











Bank Liable on Stopped 


ise 





Cheek 


A depositor in a South Carolina 
bank signed a stop payment order on a 
form supplied by the bank. This 
order contained the following provi- 
sion in print: “Should you pay this 
check through inadvertence or over- 
sight, it is expressly understood that 
you will in no way be responsible.” 

Two or three days after the deposi- 
tor filed this order to stop payment, 
the bank paid the stopped check and 
charged it to the depositor’s account. 
Thereafter the depositor demanded 
that the bank restore to her credit the 
amount of the check which she claimed 
was wrongfully paid, but the bank 
refused to do so. 

About two months later the presi- 
dent of the bank wrote a letter to the 
payee of the check in an effort to 
recover the amount paid. In this 
letter he said: 

“For some unaccountable reason the 
bookkeeper overlooked this stop pay- 
ment order and when the check came 
in several days later, it was paid by 
mistake. We do not owe you any 
money and we do not owe our deposi- 
tor any money, except that our man 
made a mistake. If there is any dis- 
pute, it is between you and our 
depositor.” 

The depositor sued the bank for the 
amount of the check, alleging that the 
bank negligently paid the check after 
being expressly instructed not to do so. 
The bank denied that it was negligent 
or that it assumed responsibility for 
any error in failing to stop payment 
of the check and as a further defense 
set up the provision relieving it from 
responsibility on account of paying 
the check through inadvertence or 
oversight. 

Ruling against the bank, the Su- 
preme Court of South Carolina said: 

“If the bank upon which a check is 
drawn pays the check after receiving 
seasonable notice from the drawer to 
stop payment, it is liable to the drawer 
therefor. This common law liability 
grows out of the relationship of the 
parties, which is that of debtor and 
creditor. After the receipt of an 
unequivocal notice to stop payment, a 
bank, as the agent of the drawer, 
must obey his instructions and pays 
at its peril. 

“We think the admitted facts show 
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a prime facie case of liability, and the 
burden of producing evidence to over- 
come the depositor’s case by showing 
that it acted in good faith and used 
all reasonable efforts to comply with 


the instructions given, rested on the 
bank. It is not unreasonable to re- 
quire the bank to explain the circum- 
stances under which the check was 


paid. The depositor is not expected 
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‘Experience 
Qin California 


Tn the days of hoop skirts and high 
collars, back in 1873, the first Anglo Bank 
opened to serve the banking needs of San 
Franciscans. This year Anglo Bank celebrates 
its 75th anniversary. Growing and building 
with Western enterprise, Anglo today has 24 
offices located in 13 Northern California cities 
offering a complete service to correspondent 
banks seeking Western representation. 
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to know those facts. She entrusted the 
bank with her funds and gave it 
exclusive possession, and it has the 
exclusive means of knowing why it 
paid out her money contrary to her 
instructions. To require an explana- 
tion imposes no hardship. 

“The agreed statement of facts con- 
tains no explanation of the failure of 
the bank to decline payment of the 
check other than that contained in 
the letter to the payee of the check. 

“The bank further seeks to avoid 
liability by invoking the provision of 
the stop order to the effect that the 
bank will not be responsible in the 
event that the check was paid through 
inadvertence or oversight. As to this 
defense, the burden was on the bank 
to show that the check actually was 
paid through mere inadvertence or 
oversight. Since no evidence has been 
offered as to the circumstances sur- 
rounding payment, this defense has 
not been established.” 

Judgment was entered against the 
bank for the amount of the check with 
interest. (45 Southeastern Reporter, 
Second Series, 729.) 


° ° * 


National Bank Upheld 


In a lawsuit brought by a national 
bank in Illinois the defendants con- 
tended that a contract involved in the 
suit was beyond the powers of a 
national bank and hence could not be 
enforced by the bank. ; 

Dismissing this objection, the Appel- 
late Court of Illinois declared: 

“The defense that the contract was 
ultra vires and therefore void was 
properly overruled by the lower court. 
The alleged ultra vires nature of the 
bank’s acts is not clear. Apparently 
the defendants predicated this theory 
on the general rule that a national 
bank cannot enter into a partnership 
agreement and that the agreement 
here involved referred to the parties 
as partners. 

“It is established that the validity 
of acts under the National Banking 
Act under which the plaintiff bank 
operates can be questioned only by the 
United States and not by private 
parties, where the statute imposes no 
penalty or forfeiture. 

“Inasmuch as the National Banking 
Act does not impose a penalty or for- 
feiture on contracts which might be 
construed to create a partnership, the 
defendants herein are not entitled to 
question the contract on the ground 
that it is ultra vires.” (First National 
Bank vs. Weise, 76 Northeastern 
Reporter, Second Series, 538.) 

¢ Sd . 


Interest and Fees in Note 


An Oklahoma bank held a note 
which provided for interest and 10 per 


cent attorney fees. At suit the jury’s 
verdict in favor of the bank was for 
the amount of the note but did not 
include any allowance for either inter- 
est or attorney fees. The trial judge, 
however, in rendering judgment in- 
cluded the amount of the verdict and 
the sum of the interest and attorney 
fees. 

The defendant’s appeal from this 
judgment, while based chiefly on 
technical grounds, also attacked as 
“error” the action of the trial judge in 
adding interest and attorney fees to 
the amount of the jury’s verdict. 

Upholding the trial judge, the Su- 
preme Court of Oklahoma said: 

“The final point raised is that the 
trial court was im error in rendering 
judgment for the plaintiff for interest 
and attorney fees over and above the 
amount of the verdict. It can be 
clearly seen from the verdict that the 
jury found for the plaintiff upon the 
promissory note in the principal of 
$8,017, which specifically provides for 
interest and attorney fees. The trial 
court was not only authorized to in- 
clude attorney fees in the judgment 
but it was his duty to do so and had 
he failed the duty would have devolved 
upon this court. 

“*As to the inclusion of interest, the 
law is equally well settled. It is clear 
from the verdict that the jury did not 
allow any interest, and it is also clearly 
ascertainable from the uncontroverted 
facts the date from which interest 
should be allowed. Since the rate of 
interest is fixed in the note, the trial 
court properly made the computation 
and added the interest to the sum 
found in the verdict. The judgment 
is correctly for the aggregate amount 
of the verdict, interest and attorney 
fees. The judgment rendered is in 
conformity with the verdict.” (Lea 
vs. American National Bank, 186 
Pacific Reporter, Second Series, 321.) 
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Defense of No Consideration 


A Kentucky woman executed and 
delivered a promissory note together 
with a mortgage to secure it. There- 
after the payee died and his adminis- 
trator sued the maker on the note. 

Her defense was that there was no 
consideration for the note and she 
insisted that this was corroborated by 
the fact that the payee had never 
recorded the mortgage. Her defense 
was supported chiefly, however, by 
her testimony that she had never re- 
ceived any part of the proceeds of the 
note. 

The plaintiff testified that after he 
had made demand on her for payment 
she had visited his office and stated 
“that she had no money but would 
contact me later and see what could 
be worked out.” 





In response to a letter demanding 
payment she had written: 

“I have not been able to do much 
in regard to the matter as I have been 
ill for the last two weeks, but I am 
getting a vacation soon at which time 
I will go into this and do the best I 
can with it.” 

It appeared that the deceased payee 
had managed her property and that 
at the time of his death they were 
engaged to be married. 

After reviewing all the evidence the 
Kentucky Court of Appeals said: 

“In giving her testimony defendant 
testified that she never received any 
part of the cash proceeds of the note 
sued on, but she did not state that her 
fiance, who was manager of her prop- 
erty, had not expended out of his own 
funds the amount of the note for re- 
pairs and improvement of the property, 
or perhaps in payment of other in- 
debtedness, her only claim being that 
she, herself, never handled the pro- 
ceeds. 

“We are unable to arrive at any 
other conclusion than that she failed 
to sustain the burden which the law 
casts upon her, to prove her only 
defense, namely, that of no considera- 
tion.” (Shrout’s Administrator vs. 
Vaughan, 204 Southwestern Reporter, 
Second Series, 969.) 


7] o * 


Liability on Forgeries 


A collecting bank in Illinois pre- 
sented to the drawee bank, also located 
in Illinois, two checks for $1,000 each. 
The drawee bank promptly paid the 
proceeds of the checks to the collecting 
bank. 

Both checks were drawn to the 
order of Marjorie H. Hawkins, who 
had an account in the collecting bank. 
Both checks had been endorsed ‘For 
deposit only, Marjorie H. Hawkins.” 
The collecting bank credited the pro- 
ceeds of the two checks to her account. 
The drawer of the checks was W. T. 
Hawkins. 

After the checks had been paid the 
drawer notified the drawee bank that 
his signature had been forged on both 
checks, and the payee notified both 
banks that she had never endorsed the 
checks and had received no part of the 
proceeds. It appeared that in a 
manner not disclosed the proceeds had 
been drawn out of the account of 
Marjorie H. Hawkins, the payee, in 
the collecting bank. Thereafter the 
drawee bank sued the collecting 
bank for the amount of the checks. 

The collecting bank set up several 
defenses, among which was the con- 
tention that the drawee bank did not 
allege that any of the proceeds of the 
checks was in the possession of the 
collecting bank on the date when the 
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Banks everywhere are screening 
loan applications carefully. They 
want to avoid every foreseeable 
credit risk. That’s why bank loans 
based on our warehouse receipts 
are increasingly popular. Such 
loans are backed by actual inven- 
tory of the borrower—and back 
of our receipts are the experience 
and reputation of a nation-wide 
field warehousing company that 
has served more than 2500 banks 
and field warehoused more than 
400 types of products. 

When you make the loans — 
we'll make them safe. 


DOUGLAS - GUARDIAN 


WAREHOUSE CORPORATION 
“The Bankers’ Field Warehouse Company” 


NEW ORLEANS I, La., 118 North Front St. 
NEW YORK 4, N.Y., 50 Broad St. 

CHICAGO 2, Ill., 173 W. Madison St. 
ATLANTA 3, Ga., Hurt Bldg. 

CLEVELAND 14, Ohio, Union Commerce Bldg. 
DALLAS 1, Texas, Tower Petroleum Bldg. 
EASTON, Md., 438 South Street 
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LOS ANGELES 14, Calif., Garfield Bldg. 
MEMPHIS 3, Tenn., Porter Bidg. 

PHILADELPHIA 2, Pa., Girard Trust Bidg. 
PORTLAND 4, Ore., U. S. Nat’! Bank Bldg. 
ROCHESTER 4, N.Y., Commerce Bldg. 

SAN FRANCISCO 4, Calif., 300 Montgomery St. 
SPRINGFIELD 3, Mass., 172 Chestnut St. 


SPRINGFIELD, Mo., Holland Bldg. 

TAMPA 2, Fla., 416 Tampa St. 

EL PASO, Tex., First Nat’l Bank Bidg. 

HARTFORD 5, Conn., 945 Asylum Ave. 

KANSAS CITY, Mo., 1207 Grand Ave. 
JACKSONVILLE 1, Fla., 601 Florida Theater Bldg. 
PHOENIX, Ariz., 1516 Flower Circle North 
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drawee bank notified 
checks were forged. 

In a lengthy opinion the Appellate 
Court of Illinois said: 

“The rule generally accepted is 
that, as between equally innocent per- 
sons, the drawee who pays money on 
a check or draft the signature to which 
is forged, cannot recover the money 
from the one who received it. But 
where the holder of a forged check has 
not suffered or may avoid loss, he 
should not be permitted to profit by 
payment to him by the drawee. 

“The drawee is bound to know the 
signature of the drawer and hence pays 
the instrument at his peril. A bank is 


it that the 


bound to know the signature of its 
depositors. 

“As between the drawee and a 
holder, it is the duty of the holder to 
know the signatures of prior endorsers. 
The drawee does not warrant the 
genuineness of the signatures of the 
endorsers if he is not in position to 
know their signatures. 

“The consequence of this rule is that 
if the holder possesses a check having 
on it the genuine signature of the 
drawer and the forged signature of the 
payee, and such holder receives pay- 
ment from the drawee, he must refund 
to the drawee. 

“When a holder signs his name on 














W orldwide Correspondent Connections 


The banking and corre- 
spondent connections of 
Mercantile-Commerce cover 
all large cities of the United 
States and the principal cities 
abroad. Through our net- 
work of correspondent rela- 
tionships, accurate credit 


and banking information is 


quickly available. 
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Mercantile-Commerce can 
thus render a valuable service 
to all of its correspondents 
...items are handled effici- 
ently ...inquiries promptly 
and authoritatively answered. 
The range and quality of our 
connections has long been a 
distinguishing feature of 


Mercantile-Commerce service. 
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the back of a check and then receives 
payment from the drawee, his signa- 
ture is not strictly speaking an en- 
dorsement, but is merely a receipt. The 
liability of the holder to refund when 
he has received payment on a check 
coming to him through a forged en- 
dorsement is not dependent upon 
whether or not the holder has signed 
his name on the back of the check, for 
regardless of whether or not he en- 
dorses the instrument, the holder is 
bound to know the genuineness of 
prior endorsements. A drawee who 
has paid a check bearing the drawer’s 
genuine signature and a forged en- 
dorsement can sue the holder and 
compel repayment, even though the 
holder did not endorse the check. 

“The drawee bank’s case apparently 
is based on the theory that the pro- 
ceeds of the two checks were in the 
control or possession of the collecting 
bank when the drawee gave it notice 
of the forgery, so that the collecting 
bank was in a position to return the 
proceeds, or part of them, without loss 
to itself. 

“The collecting bank’s answer avers 
that without any negligence on its 
part, it credited to the account of the 
payee the amount of the two forged 
checks and that prior to the date when 
it was notified of the forged signatures 
of the maker, it had paid out all of the 
proceeds of the two forged checks and 
had none of the proceeds of the checks 
in its possession. 

“We agree with the defendant, the 
collecting bank, that the fact that the 
proceeds of the forged checks were 
deposited to the credit of the payee 
does not injure the drawee bank and 
can give the drawee bank no greater 
right unless the credit represented by 
the deposit, or some part of it, is in 
the collecting bank at the time it 
receives notice of the forgery. 

“If the collecting bank paid out the 
proceeds to someone other than Mar- 
jorie H. Hawkins, to whose account 
they were credited, she is the only one 
who could complain. The drawee 
bank does not represent her. As the 
drawer’s signatures were forged, Mar- 
jorie H. Hawkins had no interest in 
the proceeds. Assuming that the 
collecting bank in good faith paid to 
the forger the amount of the checks 
credited to the account of Marjorie H. 
Hawkins before it was notified of the 
forgery, the drawee bank cannot re- 
cover from the collecting bank.” 
(76 Northeastern Reporter, Second 
Series, 209.) 
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Gift Check Void 


A Minnesota woman sent her check 
for $5,000 as a gift to a school in 
appreciation of the school’s “very good 
work.” Before the check was pre- 
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sented for payment she stopped pay- 
ment and the check was of course dis- 
honored. Thereafter the school brought 
suit against her on the check. 

Explaining the legal status of the 
check, the Supreme Court of Minne- 
sota said: 

“The question is not whether an 
action may be maintained on the 
check, but whether the delivery of a 
check constitutes an executed gift, 
even though the drawer of the check 
directs the bank upon which it is 
drawn to stop payment and payment 
is so stopped; in other words, whether 
the delivery of the check upon which 
this action is brought constituted a 
completed valid gift inter vivos. 

**A check is not money. It is an un- 
conditional written order on a bank. 
The delivery of a check is not the 
delivery of money, but the delivery of 
an order. 

“Payment of a check may be stopped 
by notifying the drawee bank before 
it is presented for payment. 

‘We must determine whether the 
check and its delivery constituted a 
valid gift inter vivos. The legal ele- 
ments of a gift are (1) delivery, (2) 
intention to make a gift on the part of 
the donor, and (3) absolute disposition 
by him of the thing which he intends 
to give to another. 

“In the case before us we find that 
there was an intention to make a gift, 
a delivery of the check to the donee, 
and acceptance by the donee. How- 
ever, one of the elements required to 
constitute a gift inter vivos was lack- 
ing. There was not an absolute dis- 
position by the donor of the gift which 
she intended to give the plaintiff. She 
had the power of revocation, which she 
exercised before the check was pre- 
sented to the bank for payment. 

“‘The rule appears to be settled that 
the donor’s check, prior to acceptance 
or payment by the bank, is not the 
subject of a valid gift inter vivos. The 
difficulty with respect to a gift of the 
donor’s check, if the check does not 
operate as an assignment, is that the 
mere delivery of the check to the donee 
does not place the gift beyond the 
donor’s power of revocation prior to 
payment or acceptance. 

**A check of itself does not operate 
as an assignment of any part of the 
funds to the credit of the drawer. 

“It is our opinion that since the 
donor, who is defendant here, did not 
part finally with dominion over the 
gift in question and exercised her 
power of revocation before the check 
was presented to the bank for pay- 
ment, delivery of the check was not a 
valid gift inter vivos.” 

Judgment was entered against the 
school and in favor of the donor. 
(Laura Baker School vs. Pflaum, 30 
Northwestern Reporter, Second Series, 


Disc jockey, grocer, farmer— 
all find speed pays 










Transcriptions and ae 
scripts move regularly 
by Air Express. In the 
. radio business, speed pays. 


Frozen foods, as well as food 
equipment parts, represent a 

big share of Air Express business. 
Food industries find speed pays. 





Even baby chicks—in 
countless numbers—travel this 
fastest way. In any kind of 
business, speed pays. 


Speed pays in your husiness, too! 


Air Express is the fastest possible way to ship or receive. Goes on all 

flights of Scheduled Airlines. Door-to-door service, no extra cost. 

And rates are low: 35 lbs. goes 800 miles for only $8.60. 15 lbs. for 

$3.80. Use it regularly. Phone local Air Express Division, Railway 

Express Agency, for fast shipping action. 

eLow rates—special pick-up and delivery in principal U. S. towns 
and cities at no extra cost. 

e Moves on all flights of all Scheduled Airlines. 

e Air-rail between 22,000 off-airline offices. 
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Rates include pick-up and delivery door 
to door in all principal towns and cities 


oe 


AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES oF THE U.S. 
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(CONTINUED FROM PAGE 19) 
successful contacts with people, either 
customers or employees. 

6. Degree of executive responsi- 
bility. 

(The extent..to which the job re- 
quires the supervision of the activities 
of other people.) 

Another company’s job evaluation 









End All Wraps $ 


Office VALET Wardrobe Racks 
and Costumers end “wraps” prob- 
lems, keep clothing “in press,” 
aired on spaced hangers; provide 
ventilated spaces for hats, over- 
shoes and umbrellas. Save floor 
space, accommodate 3 persons per 
“ sq. ft. Fit in anywhere. Lifetime 
eS welded construction. Modern lines 
Fi and colors. 6-place non-tipping 
Ave, costumers—12 and 24-place 4-foot 
1% racks. Endorsed by top office 

. planners—in indust 
tions—municipal bulldings— 

pr use. 





Write for Bulletin No. A-15 


VOGEL-PETERSON CO. 


“THE Coat RACK PEOPLE” 


624 South Michigan Ave, Chicago 5, U. S. A. 





plan rates each job according to the 
following job factors: 1. Formal edu- 
cation required. 2. Experience re- 
quired. 3. Initiative necessary. 4. 
Responsibilities imposed. 5. Person- 
ality requirements. 6. Leadership re- 
quired. 7. Extent to which co-oper- 
ation with others is necessary. 

Each of these evaluation plans in- 
volves the assigning of point values to 
each of the characteristics or require- 
ments with the aggregate number of 
points required for each job represent- 
ing the job evaluation score for that 
job. 

While it is possible to relate job 
evaluation points to dollars and obtain 
the dollar value of a job by adding the 
points and multiplying by the dollar 
factor, many banks follow the more 
direct method of evaluation, usually 
by committee deliberation. 

After the job evaluation process has 
been completed and each job in the 
organization has been given a mini- 
mum and maximum value, the next 
step is to determine how nearly current 
incumbents fulfill the specifications of 
their respective jobs. Such efficiency 
ratings are not unlike the periodical 
efficiency rating used for officers in the 
army. 





SALARY ADMINISTRATION 


While there are many different types 
of efficiency ratings used by banks, 
most of them are similar in substance. 
A typical rating blank is shown in 
Exhibit A. It is to be noted that the 
nine qualities on which the individual 
is judged are: 1. Knowledge of. the 
job. 2. Quality of work. 3. Quantity 
of work. 4. Initiative. 5. Co-oper- 
ation. 6. Loyalty and application. 
7. Ability to meet public. 8. Personal 
appearance. 9. Punctuality. 

It is to be noted that the top rating 
in each of the nine listed items aggre- 
gates 100. Therefore, the total points 
scored by the individual being rated 
may be used to express the percentage 
of maximum efficiency. 

Other qualities that are used on 
efficiency rating reports by other banks 
are as follows: 1. Judgment. 2. Cour- 
tesy. 3. .Aecuracy. 4. Neatness of 
work. 5. Ability to direct others. 
6. Constructive thinking. 7. Ability 
to work without supervision. 8. Avail- 
ability for work. . 9. Health. 

Efficiency ratings or progress re- 
ports should be prepared by the em- 
ployee’s immediate supervisor periodi- 
cally, not less frequently than semi- 
annually, and preferably once each 
three months. These reports should 
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More than 91,000,000 people will be told this year— 
through our national advertising in leading magazines— 
about the double advantage of carrying safe, spend- 
able National City Bank Travelers Checks. 


More and more travelers are coming to realize that the 
name of America’s greatest world-wide bank on their 
travelers checks means not only safety for travel funds, 


but universal recognition and acceptance also. National 
City Bank Travelers Checks are issued in denominations 
of $10, $20, $50 and $100. Banks which sell them retain 
the entire commission of 75¢ per $100. 


In every advertisement we tell readers to “ASK FOR 
THEM AT YOUR BANK.” Are you prepared to offer this 
profitable service to your customers? Write us for details. 


The NATIONAL CITY BANK of New York 


Finst In World Wide Barking 


HEAD OFFICE 55 WALL STREET, NEW YORK 15, N.Y. - FORTY-EIGHT BRANCHES OVERSEAS 


Member Federal Deposit Insurance Corporation 
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be carefully reviewed by the individual 


or group responsible for fixing salaries. . 

In the bank with which the writer is: 
connected, the efficiency.: reports | of: 
one-third of the bank’s personnel are ' 


reviewed each month by .a salary 
committee composed of -four senior 
officers. Recommendations for salary 
increases are originated by department 
heads and are considered by the salary 
committee along with the. employee’s 
efficiency report. The employee’s per- 
sonnel file containing full data as to 
the employee’s background, education, 
experience, absentee record, and all 
previous efficiency reports is also avail- 
alle for the committee’s consideration. 
Tis system assures the fact that the 
eriployee’s record is carefully reviewed 
quarterly to determine whether or not 
his or her current salary is appropriate. 
Decisions of the salary committee 
allecting changes in salaries are sub- 
ject to review and approval by the 
president of the bank. 


]N recent years, the steady rise in the 

cost of living has caused much dis- 
cussion of the relationship between 
wages and the cost of living. It is 
interesting to note that rising living 
costs are used as a lever to increase 
wage rates, though there is no inclina- 
tion to have this work in reverse by 
tying wages to the cost of living index. 

The cost of living index, neverthe- 
less, is a factor to be considered in the 
over-all job evaluation process rather 
than in determining an appropriate 
salary for a particular individual. 
Fluctuations in the cost of living con- 
stitute one among: several reasons why 
any evaluation: of: jobs:must. be re- 
viewed and readjusted. from :time. to 
time. 1] ae 

There is no obligation, either express 
or implied, for an employer to make it 
possible for his employees to maintain 
any: particular standard of living. 
However, rising living costs are, usually 
a symptom of a decline in the purchas- 
ing value of the currency. » Wages 
should, therefore, be raised, not to 
maintain. a living standard,:: but ; be- 
cause‘a given amount of service should 
entitle the worker to more units of the 
depreciated currency. 

In valuing jobs in any: organization, 
the rates paid for similar jobs in other 
business institutions in the vicinity are 
a significant factor but should not 
necessarily be the final determining 
reason. If wage rates were estab- 
lished at a higher level than prevailed 
in the industry it would be difficult to 
compete with those whose costs were 
lower. A happy situation would exist 
if an employer could establish salary 
rates above those of similar concerns 
and yet, through efficient operations, 
keep total operating expenses at a sat- 
isfactory level. 

Higher wage rates might be ex- 
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| @REDIT LOSSES ARE CLIMBING... 





Your Customers’ Receivables Need 
Protection Against This Threat 


A RAPID CLIMB in credit losses has placed 
your customers’ receivables under an 
increasing threat. Don’t let them over- 
look this danger! 


THEIR STATEMENTS will show that a large 
percentage of their working capital 
is represented by accounts receivable. 
Sound business: judgment warns that 
this important asset should be protected. 


MANUFACTURERS AND WHOLESALERS in 
150 lines of business have secured pro- 
tection with American Credit Insurance 
. »- which GUARANTEES PAYMENT 


of accounts receivable for goods shipped” 


» » » pays your customer when his cus- 
tomers can’t. No insurance program 
designed to protect and conserve assets is 
complete withokt this coverage. 


SEND FOR NEW: BOOK;“How. To PLAN 


AMERICAN \ 
Crecit INDEMNITY | 


COMPANY 


New 


& cae 
S823 15 i377 
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CrepiT Poticy.” Written to help busi- 
nessmen and their financial advisers 
solve credit problems, it also tells how 
the MINMAX Principle of Credit Con- 
trol (accomplished through American 
Credit Insurance) permits accurate 
budget calculation . . . freedom from un- 
expected credit losses... prevents an er- 
cessive number of delinquent accounts. 


BOOK SHOWS WHY MANY BANKS now 
advise customers to carry American 


» Credit Insurance, and why some insis: 


on this added protection in granting 


‘ commercial loans. The bank may now be 


included as a named assured without 
charge. For your copy, phone the 
American Credit office in your city, or 
write today. Address: American Credit 
Indemnity Company of New York, 
Dept. 49, Baltimore 2, Maryland. 


PRESIDENT 


J|merican 
(3 redit Insurance 


GUARANTEES PAYMENT OF ACCOUNTS RECEIVABLE 


Offices tn Principat Cities of United States and Canada 


© 1948, Am. Credit Indemnity Co. of N.Y. 














pected to increase operating efficiency, 
but unfortunately this is not always 
true. On the other hand, substandard 
wage rates nearly always result in 
mediocre performance. Not only are 
underpaid employees low in morale 
and indifferent to their work, but low 
wage rates over a sustained period 
have a tendency to cause ambitious, 
better class employees to seek better 
pay elsewhere, leaving the organiza- 
tion with mediocre personnel. 

While efficiency ratings have been 
widely used for bank employees, this 
process does not seem to have been 
generally used in connection with bank 
employees at the officer level. C. C. 


Burchard of the Central National 
Bank of Cleveland, Ohio, has made a 
study of this subject and reaches the 
conclusions that the same principles 
may be applied in determining appro- 
priate salary levels for bank execu- 
tives. 

An interesting point which Mr. Bur- 
chard emphasizes is that different 
weights should be given to the rated 
qualities on each rated position. For 
instance, in a position charged with 
the duty of supervising employees the 
factor of leadership would be more 
important than in the non-supervisory 
position of a lending officer. In the 
position of the lending officer, sound 
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Change! 


Consumer credit departments operate profitably and 
safely in all kinds of financial weather — provided 


policies are wisely adjusted to current conditions. 


INDUSTRIAL BANK, a pioneer in consumer credit, 
has watched this type of financing develop through 
the constantly changing years of ‘the past three and 


This wealth of experience is at the disposal of 
correspondents who are studying procedures and 


policies for their own consumer credit departments. 





NINTH AND WASHINGTON - ‘ST. Louis aD - MO. 
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judgment is an important quality. In 
like manner, the requirements of each 
position are different, and the impor- 
tant qualifications for each job should 
be weighed heavier than the less essen- 
tial qualifications. 

There are many mistaken ideas 
about salaries that have gained wide- 
spread acceptance. One of these is 
that the longer a person works on a 
given job, the more salary he should 
receive. This is true to a very limited 
extent. A beginner on a job naturally 
receives a lower salary while he is 
learning and should expect reasonable 
increases as he gains experience and 
efficiency. After the job is thoroughly 
learned, however, and the employee 
no longer increases his output or 
efficiency, there is no basis for expect- 
ing the salary to continue to increase. 

Once an employee has mastered a 
particular job and cannot reasonably 
expect to increase its productive value 
then if he is ambitious, he should look 
ahead to a job with a higher salary. 


‘THE above point can perhaps be 

illustrated by a controversy that 
occurred between a street railway com- 
pany and its motormen. The motor- 
men contended that they should re- 
ceive progressively higher wages each 
year that they served the company. 
The company agreed that the wage 
rate should increase after the first 
year but insisted that a motorman 
with six years’ experience had no more 
productive value than a motorman 
who had completed one year’s service. 
The company further offered proof 
that the accident records, schedule 
performance, and other operating rec- 
ords of men with from one to five years’ 
service, was better than those with 
more than five years’ service. It was 
shown that the more competent motor- 
men were selected for dispatchers, 
supervisors, or other such positions 
and that the men with more than 
five years’ service as motormen were 
apt to be mediocre performers remain- 
ing after the most efficient men had 
been transferred to other work. In 
this case the company satisfactorily 
established the point that an em- 
ployee’s productive value does not 
continue to increase indefinitely on 
the same job. 

There has been an undeniable trend 
in recent years for the owners of busi- 
ness to be more liberal in sharing the 
earnings with workers who are respon- 
sible for producing the earnings. While 
the workers would not have jobs unless 
the owners provided the capital, capi- 
tal without the workers to put the 
investment to productive purposes 
would likewise remain idle. Employer 
and employee are, therefore, neces- 
sarily partners, even though each may 
be reluctant to recognize the full 
worth of the other partner. 
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Just how the employer and employee 
as partners will share the income of a 
business is a question that must neces- 
sarily be determined in each individual 
business. No formula can be satis- 
factorily established for a division of 
income between capital and labor that 
can have wide application. In recent 
years, however, salaries and wages of 
banks have averaged approximately 
30 per cent of total earnings. 

It must be recognized that wages 
and salaries must be paid whether there 
are profits or not and employees, 
therefore, have a prior lien on business 
income that comes ahead of profits or 
dividends. Since the employee for a 
solvent concern takes no appreciable 
risk in selling his time to the employer, 
he is entitled only to the reasonable 
value of his services rather than a 
proportion of the profits which the 
employer may or may not make. 

Profit-sharing plans and bonuses 
may sometimes be justified on the 
grounds that such distributions will 
supply an incentive to employees to 
use their best efforts to increase profits, 
but it is doubtful if these plans greatly 
influence job performance. 

Bank salaries are apt to be some- 
what low when compared with similar 
work performed for other types of 
business concerns. The principal rea- 
son behind this fact lies in the favor- 
able working conditions which sur- 
round the bank employee. The place 
of employment is conveniently located, 
is comfortable and attractive, the work 
is dignified and respected, and fellow 
workers are largely educated people 
with whom association is pleasant. 
The work is steady, with no lay-offs 
and there are no delays in collecting 
salaries. Working hours, except in 
special cases, are attractive, and vaca- 
tions with pay and frequent holidays 
insure some leisure time for the em- 
ployee. For these reasons, there are 
nearly always plenty of workers avail- 
able to fill bank jobs. 


‘THE nature of bank work is neces- 

sarily such that a considerable pro- 
portion of the employees will always be 
performing more or less routine cleri- 
cal work that does not require a high 
degree of education, experience, or 
skill. Regardless of how long people 
remain on these routine jobs, the 
maximum salary is necessarily limited. 

The bank employee who expects to 
increase his salary in the bank above 
a clerical level, must qualify for a 
supervisory or executive position. It 
is unfortunately true that there are 
usually not enough vacancies in super- 
visory, or executive positions to pro- 
mote to such positions all deserving 
employees. This frequently results in 
the more ambitious employees becom- 
ing impatient and seeking employment 
elsewhere. It therefore follows that 
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a Dad would have been proud of his son’s excellent 
report card. But at the moment he was concerned with Dishonesty, 
Disappearance and Destruction losses suffered by his company. For 
recently there had been an embezzlement of a large sum of money; 
prior to that, destruction of valuable securities, and disappearance 
of a substantial amount of cash. 


His company had a fidelity bond which covered the embezzlement 
loss. But since the company had only ordinary burglary and robbery 
insurance, the other two losses were not insured. Too late Dad 
learned that these other losses would also have been paid if he had 
simply obtained our 3-D (Dishonesty, Disappearance, Destruction) 
Policy! 

These losses might never even have occurred, or at least might 
have been greatly reduced by our usual Loss Prevention Service, 
which is offered with our 3-D Policy. This service, developed during 
our 64 years’ experience, is designed to eliminate or minimize loss. 

With crime increasing and losses piling up, you need this protec- 
tion now more than ever. Why not ask one of our agents or your 
own broker about this remarkably protective 3-D Policy? 
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the outlook for bank clerks lies in one 
of three directions: 

1. Promotion to a supervisory, or 
executive position. 

2. Obtaining a better position with 
some other company. 

3. Remaining indefinitely with the 
bank in a clerical capacity. 

It behooves all bank employees to 
improve themselves to the limit of 
their respective capacities in order to 
be ‘eligible for supervisory positions 
when opportunity occurs. Having 
qualified for a better job, if no oppor- 
tunityyfor promotion occurs, the em- 
ployée has not wasted his time in self- 
improvement, for he stands a better 


ri 


~ 


chance of making a new business con- 
nection elsewhere. 

The rate of turnover in bank em- 
ployees in “the lower levels will proba- 
bly always tend to be high, since most 
of the lower level clerical jobs will 
never pay high wages, regardless of 
how long individual employees remain 
on these jobs. Unless the turnover of 
employees in the upper levels is high, 
the number of clerks that can be pro- 
moted from the lower levels'is neces- 
sarily limited, and the tendency will, 
therefore, be toward a heavy turn- 
over in the first few years of employ- 
ment. Without a certain amount of 
turnover, promotion and advancement 
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;>* Rand M¢Nally BANKERS DIRECTORY (the 
: Blue Book) has been. the indispensable 
source of complete, up-to-date banking 
information—the favorite financial 


refer- 


ence—of all banks for more than 75 years. 


* The KEY TO NUMERICAL SYSTEM of the 
American Bankers Association with Check. 
Routing Symbols, published exclusively by 
Rand MSNally, contains latest transit numbers 
and check routing symbols, speeds up transit 


work in all banks. 


* Rand M¢Nally BANKERS MONTHLY, the 
independent banking magazine of tested 
ideas for increasing bank income and re- 
ducing bank expenses, is welcomed by the 
banks of the country every month. 


* Rand M¢Nally SAVINGS CLUB AND 
COLLECTION SYSTEMS win customer good 
will, eliminate errors, save time and money. 


For complete information, address 


RAND MSNALLY & COMPANY 
Banking Division 


536 S. CLARK STREET 


* «+ « « « CHICAGO 5, ILL 











in salary will be so slow as to’result in 
dissatisfied employees. 

With respect to relative salaries as 
between men and women, the writer 
firmly believes that the value of the 
job to the employer and the manner 
in which the job is performed should 
determine the appropriate compensa- 
tion without reference to the sex of 
the job holder. 

In similar fashion, the domestic 
situation of the .employee, that is, 
whether he has no dependents or many 
dependents, is irrelevant in evaluating 
his job or the manner in which he per- 
forms it. 

No ‘standard program of salary 
administration can be designed ‘that 
will fit every bank, but there: are a 
number of principles, plans and’'sys- 
tems. that have been found successful 
in many banks. By combining ‘the 
portions of -these that séem to fit, 
any bank should be able to improve 
its handling of salaries. 
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‘(CONTINUED ‘FROM PAGE ‘21) 
been a big factor in making the pro- 
gram work,‘ and in obtaining the ut- 
most co-operation of our city’s educa- 
tors. ~' 

The first programs were.-straight 
speech. and question-period: ‘sessions. 
Mr. Watts and Assistant Cashier R. 
David Conner, former winner ‘of. the 
Wallace: Award for scholastic excel- 
lence in the A. I: B. and a champion 
A> I. B. debator, formed the bank 
team. The talk which Mr. Conner 
presented to the students was short 
and aimed at stimulating questions. 
Much of the same talk is still used 
occasionally. 

“Every field has its technical terms, 
its lingo,” Mr. Conner tells the young- 
sters. ““You know for a fact that there 
is a lingo to jitterbugging which goes 
something like this: zuit suit, jive dive, 
slick chick and so forth. Well the lingo 
in banking goes like this: Negotiable 
instruments, certified checks, collateral 
notes, documentary drafts. Now if 
you, as jitterbugs, were to speak to 
me in your language, I wouldn’t have 
the remotest idea of what ‘you were 
talking about. And if I were to speak 
to you in the lingo of a banker, you 
would be yawning in no time and wish- 
ing that fellow from the Corn Ex- 
change would stop talking and go 
home. So I won’t. 

“Did you know that today we can 
send a million dollars half-way around 
the world in a minute? . . .Did you 
know... ?” 

When the students’ interest seems 
assured, Mr. Conner goes into a simpli- 
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fied narrative of how American’ bank- 


in ing became what itis today, in: marie) ‘Nia 
ofipersons and cases. ' d b L A\ N RE 
as “As: the program is: worked out. at repare + | 
er present, the initial talk sets up quite a | 
he chain of bank-and-student activities | 1. | f hh b 
er for each group: of children. :We adapt | 
ld our program to the different.schools’ | --.0 he P mn orm ul c usinessman 
a business courses. t : | 
o rae ne 
ic A FEATURE that gained a pra deal | ~ who needs to borrow 


of approval was our “Quiz Kids” 
shdw atone of the'schools. “It was a 


ly coiiplete'réversil of the Quiz Kids pro- | 3 beyond his open. line of credit 


8 gram of the air. A’ group of 11 -honor 
aS students were chosen for the Quiz Kids 


‘ole, and the school aviditorium was 


i ihe scene of the “‘show.’” ‘Théré: were 
. 500 students in the audience. The 
4. selected children ‘took their places 
“ll around a table on’ 'the ‘stage with 


He Messrs. Watts and’’Conner. Then 
instead of asking the questions, follow- 
ing the routine of the radio version, the 
bank officers answered the Quiz Kids’ 
queries. The object of the session was 
to stump the bankers, and the prize 
to students firing unanswerable ques- 
tions was free ice cream at lunch for 
the rest of the school term. 
The questions showed the result of 
a great deal of study on the part of the 
| students, and some coaching from 
parents at home. Typical of the ques- 
val tions asked was “‘Why do banks charge 


























t- for services when they already have 

a- my money?” To answer this question, 
Mr. Watts compared the bank with 

ht the telephone company. The analogy 

IS. in service and the reason for charges 

R. was made concrete by reviewing the 

he steps of a checking transaction and 

- those of a long distance phone call. 

m Another sample question at this par- 

1k ticular program was ‘‘What happens 

cr (o my money if the bank fails?” This 

rt one gave the officers an opportunity to 

d tell about the FDIC and other means xe 

which banks have to avoid risk to his new FREE BOOK can increase your opportunities 
customers’ funds. Reviewing the pro- 

> sram, we wondered how much interest to make safe, profitable loans through warehouse 

g- such matters would hold for junior 

re high school students if presented from receipts issued by America’s largest, strongest and 

- the Iecture platform. To emphasize ; 

e, the amount of student participation most experienced field warehouse organization. 

30 and preparation for the program, we ; ‘ ; 

le might mention with reference to the Write us for extra copies without charge for 

al photo on page 20 that all stage mate- a ata 

if rials were designed in the school’s art distribution to your clients. 

to class and were fabricated in the manual 

ve training classes. 

” Regular customers of a bank, a 

k great percentage of them, have no ; 

mu idea of the mechanics of money han- ] AWRENCE \WAREHOUSE (OMPANY 

h- dling. To them, the feller is the bank. A ~ _ ¥ - ~ — 

- So the next step in our program for NATIONWIDE FIELD WAREHOUSING 

30 students clears away this illusion long DIVISION OFFICES: 
before they have the opportunity for SAN FRANCISCO II, CALIF. CHICAGO 2, ILL. NEW YORK5, N.Y. 

d any commercial business of their own. 37 Drumm Street IN. LaSalle Street 72 Wall Street 

; It is a tour from the basement to the Los Angeles © Boston © Philadelphia © Pittsburgh © Buffalo © Cleveland © Cincinnati 

ma roof of the bank, during banking Kansas City © St.Louis ¢ Atlanta © Charlotte © Jacksonville © New Orleans © Houston 
hours, which translates into action the. Dallas * Denver © Phoenix © Seattle ° Portland ¢ Stockton ¢ Fresno * Washington, D.C. 

i theory of banking which they. have senteteccvich 
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COLORS 
ARE BACK 


COLORED BILL STRAPS 


STEEL- 3 stRONG 


HESE super-strong Bill Straps are 

again available in 7 colors for 
quick identification of package. Extra 
wide—1'4" — affording ample space 
for marking and stamping. Straps 
imprinted with amounts and gummed. 
Made of No. 1 colored Kraft. A 
favorite with Banks everywhere. 








FREE SAMPLE SQ 


Write Today to Dept. B 
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Liberty Storage Boxes come flat so 
they’re always in stock whenever you 
need them. They make up in a jiffy 
and standard labels are _ included. 
86,000 customers have used them since 
1917—23 sizes, for every business form. 

You can transfer files anytime with 
Libertys . . . and there’s no simpler 
way than with these low cost boxes 
that protect records from dirt, moisture 
and spillage. Made of strong, finest 
quality jute corrugated fibre-board, 
they close instantly and stack ceiling 
high. Sold by leading stationers every- 
where. Write us for free booklet — 
“Manual of Record Storage Practice.” 


Special Offer: 
This ad, $1 and your letterhead! will 


bring you a sample letter-size Liberty 
Storage Box, postpaid. 


BANKERS BOX COMPANY 


Dept. 411 720 S. Dearborn St. 








Chicago 5 














“Most likely to succeed”. . . was the 
forecast for Freddy in the Senior Year 
Book ... And Freddy succeeds in bending 
the ears of the girl friend by phone almost 























every morning... Because Freddy hasn’t 
a darn thing to do until the mail reaches 
him—around 9:45 a.m.! The bank could 
give Freddy and everybody else better 
work habits... with a PB MailOpener! 
The MailOpener is a small marvel of 


protected rotary shears that open hundreds 


of envelopes a minute without damage to 
contents ... handles envelopes of varying 
thickness . .. more than pays for itself in 
time saved. For demonstration, call the 
nearest Pitney-Bowes office ... or write 
direct for illustrated folder... 
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PITNEY-BOWES, INC., 3148 Pacific St., Stamford, Conn. 
.-- originators of the postage meter... Offices in 68 cities in U.S. and Canada 








discussed during the school programs. 

Each group of approximately 25 stu- 
dents sees every department of the 
bank. Mr. Watts and department 
heads answer all questions. The stu- 
dents carry with them a booklet telling 
them what to look for and what to ask 
about in each part of the bank. A 
sample page of the book carries this 
message: 

REGULAR CHECKING BOOK- 
KEEPING DEPT. 

Here we have 60 bookkeepers and 
supervisors who handle 25,000 checks 
and approximately 6,000 deposits a 
day. The department consists of 31 
ledgers, posting deposits and checks 
to 25,000 accounts. 

SPECIAL CHECKING BOOK- 
KEEPING DEPT. 

In this department are 30 book- 
keepers and supervisors who handle 
4,500 checks and 1,500 deposits a day. 
The department consists of 30 ledgers, 
posting deposits and checks to 28,000 
accounts. The system of posting is 
called dual posting, which means: 
First—all items are posted to the 
ledger cards. Then—posted to the 
customers’ statements. Along the wall 
are two check canceling machines 
which print the date on all checks 
that are posted in this department. 
These checks are then filed alphabeti- 
cally in fireproof compartments, await- 
ing the period for them to be returned 
to the customer together with his 
statement, indicating his present bal- 
ance with us. 

CREDIT DEPT. 

Here we have an untold wealth of 
credit information pertaining to our 
many customers and other individuals 
throughout the country. All general 
credit data is gathered here for the 
vital information that the bank officer 
may need in the granting of a loan. 
This department also answers all credit 
inquiries coming from various corre- 
spondent banks and industries. 

ANALYSIS DEPT. 

In this department is figured the 
daily average collected balance on all 
regular checking accounts. From this 
is determined through the activity of 
an account whether or not the account 
has shown a profit or loss for the 
current month. 


T the bottom of each booklet page 
are such questions as these for 
the students to ask the guide or mem- 
bers of any given banking department: 
“Could a bank employee open a cus- 
tomer’s safe deposit box? How does a 
bank judge a customer who wants a 
loan? Do the file clerks require special 
training? What facts about people 
does the credit department collect? 
How does it go about getting these 
facts?” 
Each tour lasts about one hour and 
a half. We have an idea that when a 
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student has seen the mechanization, 
the busyness and the friendliness of 
the bank and its people, he is more 
likely to uphold than deride the institu- 
tion of banking. He will feel “‘supe- 
rior” toward deprecatory cartoons, 
talk and writings about banks. He is 
able to tell his parents and friends, for 
example, just why a bank charges for 
its services. Surely he will have no 
misunderstanding, uncertainty or ti- 
midity about using these services him- 
self. From the remarks we have heard 
and the personal notes we have re- 
ceived from students, we believe that 
the majority of those who take part in 
the program are proud of the unusual 
knowledge they have gained. 


(NE development in our bank-and- 

school activity about which we are 
pleased is the extreme co-operation 
received from Philadelphia educators. 
They say they appreciate the help we 
offer in teaching about banks and 
banking, previously a “missing link” 
in the information which students need 
in order to understand the mechanics 
of commerce. Some of the schools 
have built a major part of their busi- 
ness training courses around the pro- 
gram which we sponsor. A statement 
of the class schedule will help show 
how it is worked out: 

1. Textbook study (Introduction 
to Business, by Kirk, Buckley & 
Waesche), with the first two pages of 
the questionnaire serving as a guide. 

2. Opening and handling of practice 
checking account, using prepared forms. 

3. Assembly talk by George J. 
Watts, Jr., and R. David Conner of 
Corn Exchange National Bank and 
Trust Company of Philadelphia. Talk 
followed by questions directed at the 
two speakers by a selected group of 
students seated behind tables, Quiz 
Kids fashion, on stage. Turn about 
and speakers question students. Ques- 
tion privilege then extends to entire 
student assembly. 

4. Classwork on questionnaire. 

5. Tour of Corn Exchange main 
office by students. Machines and 
banking activities explained by guides. 

6. Topic booklet prepared in class 
by each student. 

7. Objective test on bank services. 

The questionnaire mentioned in the 
schedule is an outgrowth of our bank- 
and-school program and touches on 
such matters as the history of banking, 
the various kinds of banks, correct 
practices in preparing deposit slips, 
writing and endorsing checks, and 
other facts related to modern banking. 

A natural consequence of our work 
with junior high schools and high 
schools is the focusing of a great deal 
of public attention on the Corn Ex- 
change Bank. Colleges and other 
organizations in the surrounding terri- 
tory have asked for speakers from the 
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In direct mail Selling... 


“paper makes a difference!” 





PAPER 





Direct mail letters reach a selected audience 
—but their message must be attractively 
presented to gain and hold reader interest. 


Ic is here that “paper makes a difference.” 


EAGLE-A 
TROJAN BOND 


is exceptionally suited to direct mail ‘letters 
thar sell.” Economical to use for mass mail- 
ings, it lifts such letters out of the ordinary. 
Specify Eagle-A Trojan Bond, 23% cotton 
content —cockle or smooth-vellum finish 
—to assure a fine appearance which repeated 
tests in sales letters have proven productive. 
Companion grades of 25% cotton content 
are Eagle-A Trojan Onion Skin and Eagle-A 
Trojan Record. 

Write for Eagle-A Trojan Bond sample 
portfolio. 


EAGLE-A._ PAPERS © 


AMERICAN WRITING PAPER CORPORATION e HOLYOKE MASSACHUSETTS 


























Labor and materials are now 
available. We have the 
Know-How — all we need 
from you is the Go Ahead 


We invite your 


inquiry on our full 
list of completed banks 


A. A. HENKEL & ASSOCIATES, Inc. 


Bank Designers and Engineers, 
333 NORTH MICHIGAN AVENUE 
CHICAGO 1, ILLINOIS 


859 Leader Building, 
CLEVELAND, OHIO 
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bank. Newspapers and magazines 
have given our efforts space and edi- 
torialcomment. Some weeks ago when 
the Philadelphia radio station WFIL 
chose the subject of “How Academic 
Education Can Best Be Supplemented” 
for its weekly program, “Philadelphia 


and Suburban Town Meeting,” Mr. 
Watts and Mr. Connor were chosen to 
join Dr. Sanford Kight, professor of 
educatién at Temple University, and 
Dr. E. W. Adams, associate superin- 
tendent of Philadelphia schools in 
charge of secondary and vocational 








When you install 


Chenier 


service in your bank— 


—you will attract customers through a 
pre-tested no-minimum balance plan that ~ 
has received nation-wide public accept- 
ance. One leading bank wrote us: 
“ThriftiCheck combines all the advan- 
tages of the other plans.” 


ThriftiCheck goes farther than that. 
It offers a special feature that accounts 
for its proved popularity. 


This special feature provides the depositor 
with personalized checks and deposit slips, 
imprinted with his name and delivered to 
him while he is opening his account. 

ThriftiChecks are encased in handsome 
Duratex covers, folding or wallet style. 


“Our ThriftiCheck service is based on 


prepayment for the checkbook—the plan 
supported by the ABA in their booklet, 
“Special Checking Accounts.” It is the 
plan which makes it practical to combine 
the sale of the book with immediate delivery 
of imprinted checks. 


Your bank makes no investment for Thrifti- 
Check supplies and forms, or exclusive 
equipment for imprinting checks and 
deposit slips. . . And you have the 
benefit of our complete advertising serv- 
ice and counsel as well as mats for news- 
paper advertising; folders, lobby posters, 
counter cards and displays 


For full. information about ThriftiCheck service—also how it assures profitable 
account volume, develops new business in other departments and builds good will, 


write for our Brochure 


BANKERS DEVELOPMENT CORPORATION 


31 Nassau Street, New York 5, N. Y. 
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The Connecticut Fire Ins. Co. 
Hartford, 15, Conn. 


Atlantic Fire Insurance Company 
Raleigh, North Carolina 


Great Eastern Fire Insurance Co. 
White Plains, N. Y. 





vf) the Ouner's Equity Protected 4 
| s 


The mortgagee’s interest may not be affected but, in these 
days of rising construction costs, amounts of insurance 
should be checked, and increased, if necessary, to cover 
today’s values and the owner’s equity in a property. 
It’s good business to call these facts to the attention of 
the property owners you serve - now! 


THE PHOENIX INSURANCE COMPANY 
Hartford 15, Conn. 


Reliance Insurance Company of Canada 
Montreal 1, Canada 


Equitable Fire & Marine Ins. Co. 


Providence 3, R. I. 
The Central States Fire Ins. Co. 
Wichita 2, Kansas 


Minneapolis F. & M. Ins. Co. 
Minneapolis 2, Minn. 











schools, in discussing the accomplish- 
ments and possibilities of industry in 
public education. 

We plan to continue and extend our 
program of showing young Philadelphia 
what we are doing and why we are 
doing it, believing there is nothing to 
hide and that everything is to be 
gained by revealing how banks carry 
on the function of financial service. 
There should be no mystery in the 
public mind as to why we are in busi- 
ness, about our methods, and the care 
we take to safeguard and use our cus- 
tomers’ savings. 

While we are pleased with the suc- 
cess of our school-and-bank program, 
and believe that a similar program in 
every town would be advantageous to 
banking, we are still looking for ways 
of improving it. However, we are 
convinced that if such a survey as.was 
cited at the beginning of this article 
were taken among the young people 
who have already participated in our 
program, and among their parents, the 
findings would. show that bankers are 
selling their usefulness to the public. 


‘* ° ee 


TRLLER’S UNIT « 


(CONTINUED FROM PAGE 23) 


enough to be’ adapted: to form a 
straight-line, curved, circular or zigzag 
type of counter. Construction cost of 
these units is cheaper than:to build the 
traditional solid type counter. A unit 
requires no more floor space than: the 
teller occupies at a straight-line counter. 
Each unit is 5 feet 6 inches wide and 
4 feet: 8 inches deep. 

From the public relations viewpoint, 
these attractive new units encourage 
more intimacy and friendliness be- 
tween the customer and teller.. This 
equipment was planned first from the 
outside, the customer’s side. . When 
customers approach the window, they 
see a counter 3 feet 6 inches high, the 
elevation being kept at the lowest 
level which will meet safety require- 
ments. The front has ornamental 
vertical joints at intervals where the 
units connect, and tapers inward to- 
ward the bottom, where an indented 
recess at floor level gives plenty of 
comfortable standing room. 

At the window is an offset customers’ 
ledge nine inches wide running the 
length of the counter. Customers can 
place brief cases, packages or papers 
on this black Formica shelf to leave 
their hands free, and women can rest 
purses or handbags within close reach 
while transacting banking business at 
the window. 

The window is 1 foot 8 inches wide, 
allowing ample space for writing, and 
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FOR -THE CUSTOMER .. 
ledge, friendly-type window 


. Parcel 


is surfaced with a black deal plate 
2 feet 7 inches deep. Wicket gates are 
clear glass,-1 foot high, folding in- 
wards. On the counter on each side of 
the window is a_ box-type ‘wooden 
screen, serving as the base for a clear 
glass panel 6 inches high and- 4 feet 
2 inches long. This panel gives:added 
height and protection to the unit; and 
also provides increased visibility’ for 
both teller and customer. 





the glass panels. 


and pen. 

On the teller’s side of the counter, 
to the right and left of the window are 
wings extending back, providing work 
space. On each end is a partition for 
protection which makes the enclosure 
an individual and private unit for each 
teller on duty. 





HERE the first consideration. was, 
how could we plan to make condi- 
tions more pleasant for the personnel 
to work more efficiently? The first step 
was to provide seating facilities which 
would be’ optional with each teller. 
Studies had revealed that many tellers 
preferred to work ‘standing, © while 
others liked to sit:down most'‘of the 
time. The answer was to’ provide 
flexible seating accommodations, and 
to make this possible the cash drawer 
was taken away from the front of the 
counter and placed on one side. 
We selected a stool of adjustable 
height, of tubular welded steel which 


will not snag girls’ stockings and will 


not topple over easily. It has a 
cushioned leatherette top and two 
circular foot rests which are 8 inches 
and 1 foot 3 inches respectively from 
the floor. When not in use the stool 
and also the wastebasket can be stored 
out of the way under the. counter. 
The teller stands upon a floor surface 


April, 1948 


of cork which is \% inch thick. 
Directly in front of the teller when 
seated is ample knee space under the 
window and a horizontal foot rail. 
Directly above is a shelf for telephone 
book, directories and surplus supplies. 
It was found that 80 per cent of our 
tellers prefer to work currency from 
the left side, so the cash drawer is 
placed at an angle under the left wing. 
Beneath it is the batch drawer. To 
their left on same level are two short 
shelves for checkbook forms. Under- 


neath the batch drawer are two doors 
to cabinets for supplies, one serving 
as a, locked compartment for. reserve 
coin and currency. Under the right 
wing is a similar drawer for stationery. 

Our bank has a rule limiting the 
amount of cash a teller should carry on 
duty and excess currency is to be dis- 
posed of as soon as possible. At peak 
periods the teller may not be free to 
remove his excess cash from the unit. 
To take care of such contingencies the 
unit facilities include a secret locked 





On ‘some | 
installations we are raising and wideén- , 
ing the wooden screen, and eliminating 
Each windows | 
equipped with a self-filling inkwell 


Tuis little*fellow wasn’t born with a 
silver spoon in his mouth but his 
mother is a stockholder just the same. 


thousands of mothers — young’ and 
old —among the 399,000 women 
who are stockholders of the Ameri- 
can ‘Telephone and Telegraph Com- 
pany. ‘They outnumber the men! 


They are women in all walks of life. 
The majority give their occupation 

s “housewife.” Many others are 
teachers, nurses, stenographers, 
clerks and sales people. 








For she’s one of the thousands and ' 


BELL TELEPHONE SYSTEM (B) 


Tens. of thousands of girls and 
women who work for the Telephone 
Companies either own A. T. & T. 
stock or are buying it out of wages. 


No other stock is so widely held by 
so many people all over America — 
and there are more stockholders now 
than ever before. The total exceeds 
723,000. 


So you can see that this is a business 
that is owned by the people. It was 
built by the savings of the many, 
3 rather than the wealth of the few. 
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compartment for excess currency. 

Whether the teller is seated or 
standing, he can work his cash or 
batch drawer, use his work space or 
obtain supplies easily because all 
facilities are planned to be within 
arm’s reach. In arranging this layout 
we tried to follow the plan used so 
successfully by the chain cigar stores, 
where the sales clerk reaches auto- 
matically to the right place for any 
brand desired. 

In addition to carrying six different 
kinds of coin and currency, we found 
the teller uses 38 different items of 
supplies and forms, excluding any 


mechanical devices. One of our objec- 
tives was to make each office layout 
uniform so that every item used by 
tellers would be placed in the same 
position. Relief tellers and especially 
men transferred would then know 
exactly where to locate needed supplies. 

In arranging proper storage space 
for forms or items of supplies, the unit 
utilizes the box-type wooden screen to 
the right and left of the window. 
Under the top on the left is a horizontal 
row of six compartments to hold forms. 
The coin tray and a vertical cabinet 
of the same height containing four 
short shelves for forms can be shifted 
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BANK OF LONDON & SOUTH AMERICA 
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HEAD OFFICE: London, England 


in i. eee EIGHTY YEARS IN SOUTH AMERICA 


1862 


BP PPP PPPPPBP PPP LP PPP PP PPP AP ADP PPP PP PPI IP 


-~wwsw* 


Chile Colombia 
Guatemala Nicaragua 
Uruguay Venezuela 
Portugal Spain 





warren 











SHORT TERM NOTES 
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—- in amounts of $2,500 to 
$1,000,000. Maturities from 30 to 
270 days. Regarded as prime credit, 
Commercial Credit Company notes 
have been carried by thousands of 
banks and institutional investors. 
Delivered direct or to your designated 
correspondent. Phone, write or wire 


COMMERCIAL CREDIT 


¢89000.000 





Bank Relations Offices: 
BALTIMORE 

First National Bank Bidg. 
BOSTON 

19 Deerfield Street 

CHICAGO 

309 W. Jackson Boulevard 
NEW YORK 

100 E. 42nd Street 
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to the right or left of the window. 

In most offices the teller also per- 
forms clerical work in addition to 
teller’s duties. In using the traditional 
straight-line counter the teller usually 
must leave his window to handle cleri- 
cal work. In our units the teller can 
work on signature cards or other 
papers in work space provided in the 
wings, and leave this at any time to 
wait on customers. 

The clear glass wicket gates folding 
inwards protect papers in the work 
space from being disarranged while 
teller is waiting on customers at the 
window, and serve as an inviting 
channel for attention and service. 

In one corner of the work space in 
the right wing is a double electric plug 
to hook up the commercial teller’s 
machine or electric coin paying ma- 
chine. 

The clear glass panels on top of 
wooden screen give added height to 
the unit, and make it practically im- 
possible for an intruder to reach over 
the top to the work surface below. 
The teller can also look through these 
glass panels and see who is approach- 
ing his window or coming into the 
lobby. 

The teller’s name plate, in gold 
letters on a black background and set 
in a clear plastic holder, stands behind 
the glass panel and can be removed 
easily when teller is on relief. The 
name section can be lifted out of one 
holder and placed in another. 


N new or remodeled offices where 

these teller’s units have been in- 
stalled, the note and safe deposit desks, 
and the exchange, statement and collec- 
tion windows have also been adapted to 
conform to this basic type of construc- 
tion. This permits the personnel to 
have the benefit of the well-designed 
work facilities and seating accommoda- 
tions, and also gives the entire counter 
a uniform appearance from the cus- 
tomer’s side. 

In addition to the regular standing 
check desks in the lobby, the equip- 
ment in all remodeled or new offices 
also includes a special sit-down desk 
designed for use of elderly or women 
customers. Under its glass top is a 
handy row of compartments to hold 
deposit slips, forms and bank promo- 
tion booklets. 

The first installation of the new teller 
units was made at San Carlos office, 
where they were so well received by the 
entire staff and bank customers that 
it was decided to make them standard 
equipment for all new branches or 
offices when remodeled. Since then 
similar installations have been made in 
Walnut Creek, Alhambra-Broadway 
office in Sacramento, San Pablo and 
Columbus Avenue office in San Fran- 
cisco. Authorization has also been 
made to install these units in offices in 
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Tracy, New Montgomery Street in 
San Francisco, Santa Clara, Campbell, 
Elmhurst, North Sacramento, San 
Bruno, San Mateo and Sunnyvale. 

The reaction of a young lady teller 
in San Francisco to this improvement 
is typical: “It is a pleasure to work 
here, as it makes the job much easier.” 

Leo M. Bianco, manager and assist- 
ant vice-president of the Columbus 
Avenue office in San Francisco says: 
“All of our people who have used this 
new equipment are very enthusiastic 
about it. They particularly like the 
fact that the units are divided, which 
gives privacy for each teller in his 
work. They also like to be able to 
get off their feet.” 

“‘We believe that if the bank per- 
sonnel who meet the public are made 
comfortable in their surroundings, and 
know they are being given considera- 
tion by the bank management to 
make their working conditions pleas- 
ant, they will give better service be- 
cause they are happier in their work,” 
states Edwin V. Krick. 
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PERSONNEL TRAINING 


(CONTINUED FROM PAGE 25) 


it will prove to be “stuffy and un- 
exciting.” By means of flash~ backs, 
showing typical bank transactions and 
the human relationships involved, he 
becomes convinced that banking as a 
career provides interesting experiences 
as well as opportunities for worthwhile 
accomplishment and advancement. 

The first film, while part of the 
‘“‘package,” is also suitable for indi- 
vidual showings to schools, clubs, and 
as a medium for employee recruiting. 

Film 2, ‘They Bank on Us,” stresses 
the vital part played by the employee 
in his bank’s customer relations. Larry 
has discovered that the chief difference 
between one bank and another is em- 
ployee attitude, and that consequently 
it is he, along with his fellow workers, 
who determines his bank’s success. 
Two contrasting episodes illustrate 
first the wrong and then the right 
employee-customer relations. The sec- 
ond series of scenes shows Larry laying 
the groundwork for a prospective cus- 
tomer’s first call at the bank, and later 
the teamwork of the lobby guard, an 
officer and his secretary in getting the 
new account. 

Film 3, “‘The Last Word,” teaches 
the promotion of good will through four 
principles of conduct which sum up 
the right employee attitude: courtesy, 
friendliness, interest and knowledge. 
In flash backs each principle is illus- 
trated by an appropriate example. 

Film 4, “‘“Men, Money, and Manage- 


ment,” cites how employees can render 
unfavorable decisions and yet, by 
intelligent and courteous explanation, 
retain or even increase the customer’s 
respect for the bank. For example, 
scenes illustrate the right and wrong 
way to refuse a loan, or to explain cer- 
tain regulations to new depositors. The 
film goes on to illustrate how the per- 
sonal reputations and civic activities 
of the people who work in the bank 
are strong factors in the institution’s 
standing in the community. 

Film 5, “Goodbye, Top Hat!” em- 
phasizes the new humanized trend in 
banking, the absence of the cold, for- 


mal and dictatorial methods which 
were so often thought to characterize 
the business. Various scenes show why 
the outmoded high-hat tactics lose 
custorers, and why banking has no 
room tor “stuffed shirts and frock 
coats.” Banks are shown to be demo- 
cratic institutions, the constantly ex- 
panding services of which are designed 
to help in a financial way people of 
every position and class. 

In conclusion the entire series is tied 
together by flash backs from the previ- 
ous films showing the importance of 
the individual employee in maintain- 
ing the position of his bank, the future 








TIME 1s money... 


SAVE IT WITH CUMMINS 250 ELECTRIC ENDORSER 








You save all the time you now spend stamping checks if you use Cummins 
250 with your proof listing. One complete operation is eliminated. 


You save time using Cummins 250 when checks are endorsed in a separate 
operation, because endorsing is quicker than ever before. Endorsing time 
is reduced to a minimum; checks are endorsed as fast as you can feed them 


into the machine. 


You save time daily with Cummins 250 because accuracy is automatic. 
The machine never misses . . . never skips. Impressions are always clear 
and sharp. Endorsements are always complete, legible, uniform. You com- 
pletely eliminate the time and expense ordinarily wasted on checks re- 


turned marked ‘“‘No Endorsement’. 


e SIMPLE AND EASY to operate; requires no specially trained help. 
e QUIET — All noise of stamping eliminated. 

@ WHEEL-TYPE DATE UNIT —No type to set. 
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of which-is closely bound to his‘own. 

The «musical background, the <dia- 
logue and the pictures themselves. are 
all calculated to maintain the interest 
of: the audience. Larry. Walters’ is 
obviously the product ‘of an average 
environment and thie -onlooker can 
readily identify himself’ with this. lead 
character. Throuwgh the vuse of the 
sound slide film all attention is con- 
centrated on the lessons presented. 
Visual education authorities contend 
that'in’a training project of this sort 


the slide film is more effective than the: 


motion picture. ‘Whereas in the tatter, 
action“becomes primary and dialogue 
only secondary, here the spoken mes- 
sage dominates the presentation, the 
pictures being a useful accessory. Gon- 
sequently,-audience interest is directed 
to the educational matter contained 
in each film. 


Early reports from the first . banks. 


which have received the films are*most 
favorable, FPRA members comment- 
ing that management officials have 
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EASY SNAP FILE BOX 
“Style C” 


Corrugated Paper—Hinged Lid 
150 Stock Sizes 
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ALL STEEL 
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Prompt Deliveries 








MADE ANY SIZE TO YOUR SPECIFICATIONS. 
INTERLOCK IN STACK. 





We guarantee our Transfer Files to please you or no cost to you in the transaction 
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THE STRAYER COIN BAG COMPANY, New Brighton, Pa. 
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did judgment. 


DONALD E. BROWN, President 


Astounding Rumor 


It is rumored that Uncle Sam is going to get married. 
The Lady in question is to be called Aunt Martha, and 
will be a combination of beauty, brains and talent. 


You don’t have to have beauty or talent to open a check- 
ing account with this bank, but you would show splen- 


CAROLINA NATIONAL BANK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


ANDERSON, S. C. 





Mr. Brown said, on Mar.-2-48: 


ever used.”’ 


S.C. New copy daily. 





‘‘We are well pleased with your advertising service 
are widely read and have caused more favorable comment than any advertising copy we have 


The above is a reproduction of daily ad furnished by Graham Advertising Agency, Box 30, Columbia, 


The ads 








64 


Printed in U. 8S. America 4-48 








...Miethods of presentation: have varied 


been very complimentary. — 


with the individual banks. The ‘initial 
showimg was at the La Salle National 
Bank, Chicago, and:here Vice-president 
Robert/Lindquist (current FPRA presi- 
dent) explains: ‘We started showing 
the films: immediately upon their: re- 
lease; ina series: of Thursday after- 
noon meetings. For this purpose our 
staff isdivided into two groups, ‘the 
meetings being held at 3:30. and.4:15: 
Each.meéting is started promptly with 
the showing of one of the. films which 
takes: about 14 minutess:i! We then 
follow with a discussion ‘of the points 
of the film and also cover other cus- 
tomer relations and business develop- 
ment subjects.” 

:. Other banks prefer to schedule group 
discussion first, and end the meeting 
with the film-as a climax, so employees 
will leave each session with the memory 
of the film story: predominant in their 
minds. 

The-second bank to present the films 
is Harris Trust and Savings Bank, 
Chicago. It is showing them to a 
group of 35 new junior employees as 
part of a 15-hour training program, 
and is following the instruction manual 
with some adaptation to specific serv- 
ices offered to Harris customers. Ac- 
cording to Paul J. Miller, director of 
training, the bank also plans to show 
the films to its officer group and to 
department managers and supervisors. 
Moreover, the correspondent bank 
division has previewed the series with 
the thought that it would like to offer 
the films to correspondent banks for 
training purposes. And, the bank 
plans to offer them to the local schools. 


As the instruction manual states, the 

slide film program when properly 
presented will bring rich rewards. Not 
only will employees gain a_ better 
appreciation of the value and impor- 
tance of their individual efforts and 
attitudes but, more important, the 
films should awaken a desire on their 
parts to improve themselves along the 
lines suggested. 

This employee training project is in 
keeping with the expanded scope of the 
Financial Public Relations Association, 
a surface indication of which was our 
change in name last fall from the 
familiar ‘‘Financial Advertisers Associ- 
ation.”” It is recognized that, in any 
broad concept of public relations, a 
factor of paramount importance is the 
ability of bank personnel to render 
competent and courteous service. 
Otherwise, the effectiveness of all 
“‘product”’ merchandising, institutional 
promotion and other constructive ac- 
tivities in behalf of the bank will be 
nullified. Thus our members are 
directly concerned with employee train- 
ing, as exemplified by this forward step 
in visual education. 


Burroughs Clearing House 


FORM 4070 











* Flint 1, Michigan 


© Resources: $31,732,000 


orl VOW | 
ST. LOUIS 4, MO., U.S. A. ‘ 


OF AMERICA 


| or 
| | 
jj 44d 


j Te 


wi? 


“i Oe ae - Bs 
"i — ee ae ~y a \sseeeeees 
SSS 


wt ont 


STS. 


HARLOW H. CURTICE, President 


GENESEE COUNTY SAVINGS BANK 
Capital Funds: $2,386,000 
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‘Selection of an architect for any 
Bank Building & Equipment Corporation was 
splendidly equipped to handle our most diffi- 


thorough investigation convinced us that the 


building expansion is 
cult remodeling program.”’ 
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at the savings window f 





with Burroughs 
Savings Passbook Machine 


The Burroughs Savings Passbook Machine is the fastest 
possible way to service savings accounts. Tellers handle 
more transactions per hour, lobby congestion dis- 
appears, and customers welcome the improved service. 
But speed is only part of the story. 


This new Burroughs provides neater, more accurate 
records, facilitates internal accounting, and insures 
better audit control. 


The machines have a low purchase price and low 
maintenance expense; they are compact, and present 
no installation problems; tellers like to use them, and 
learn how in a few minutes. Find out how the Burroughs 
Savings Passbook Machine can improve your internal 
operations and enhance your reputation for service. 


WHEREVER THERE’S BUSINESS THERE’S 


Burroughs 





THE MARK OF SUPERIORITY 
IN MODERN BUSINESS MACHINES 


